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Union National Bank, Ventura, California 


DRIVE-IN BANKING . . . There are many plans and alternatives 
(See A PRACTICAL VIEW OF AUTO BANKING ... Paae 26) 


This Month / 
Loan-Minded Banking... sy rank w. sutton, s. 


Bank Financing of Farm Machinery... sy pau m. wecs 
A Practical View of Auto Banking. .. sy rosert i. scxutt 





Give your bank’s checks the advantages of 


THE BEST KNOWN NAME IN PAPER 


When your customer has in his hands a check 
bearing the Hammermill Safety surface de- 
sign, he recognizes a name he knows well. 
He uses Hammermill papers in his business, 
for essential forms, for letterheads. He has 
seen them advertised for more than 30 years. 
The name itself—the “‘best known name in 
paper”—means reliable service to him. 








The Hammermill name is a plus value no 
other check paper can give you...a step 
in sound public relations. We’d like you to 
know Hammermill Safety paper better. 
A note on your bank letterhead will 
bring samples. Just address Safety 
Paper Division, Hammermill Paper 
Company, 1503 East Lake Road, Erie, Pa. 
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Pocket Guide 


Strs: We have received many favora- 
ble comments on one of our advertising 
folders, our “pocket guide to helpful 
banking service.” 

This folder, 


printed in four colors, 





alphabetically lists and describes twenty 


of our major banking services. We wished 
to include an easy-to-read marginal index 
tab for each service, catalogue fashion, yet 
retain a simple and relatively inexpensive 
format. 

The solution was achieved by printing 
the folder on both sides of white stock and 
by folding it in a way which, like so many 
apparently simple things, took a long time 
to figure out. By making two vertical 
folds from the right-hand side the piece is 
folded so that there is a central vertical 
panel free on both sides. The simulated 
index tabs are printed on the exposed 
margins. Copy relating to each service is 
then printed opposite the tabs. 

We use this folder for general distribu- 
tion through our literature display racks, 


and enclose copies with letters of welcome 
to new depositors and shareholders. 
Monroe A. BLoom, 
Advertising Manager, 
The Anglo California National Bank, 
San Francisco 20, California 
+ - - 


Routing Symbol 


Strs: A summary showing the volume 
growth of checks bearing the routing 
symbol as of June 1 indicates that approxi- 
mately 36 per cent of the checks in circula- 
tion throughout the country bear the 


. symbol in the approved location. 


This represents a substantial increase 
over the 25 per cent reported six months 
previously and reflects the hearty co- 
operation the program is receiving. Heavy 
stocks of old checks held by banks are 
rapidly being exhausted and I am con- 
fident that the rate of increase will be 
accelerated in the next few months. 

V. WILLIs, Vice-president, 

Federal Reserve Bank of New York, 
New York 45, New York 
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Hobby Windows 


Sirs: “I'll bet there never was a bank 
window, that has had as many people look 
at it.” This comment was overheard 
recently while a group was looking at the 
current hobby window of the industrial 
branch of Equitable Trust Company. 

Since last August the branch has been 
exhibiting hobby displays. They are tied 
in with a radio program of Station WFBR, 
“Hobby Club of the Air,” but are not tied 
in from an advertising angle. 

Exhibits so far have dealt with birds, 
Indians, water hobbies, hobbies connected 
with air, coins, and currently the hobbies 
of some notable Marylanders. 

FRANK A. WooDFIELD, News Room, 

The Baltimore Sun, 
Baltimore, Maryland 
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Friendly Banking 


Strs: We have noted the different ways 
in which various banks are stimulating 
interest in their serv- 





ices and encouraging 





‘100 FREE 


largest number of words made from the letters of our slogan: 


COME TO THE BANK! 


We will give a $100 paid up Christmas Savings Account to the person submitting the 


“YOUR FRIENDLY HOME BANK” 


Bank officers, directors, employees or members of their 


winners. Decision of the bank will be final. 
Winner will be announced July 1, 1947, 


FAYETTEVILLE INDUSTRIAL BANK 


“YOUR FRIENDLY HOME BANK” 


more people to come 
to their banks to get 
acquainted. 

Recently we put on 
a contest for this pur- 
pose. We find it has 
caused a great deal of 
local interest and has 


families not eligible. brought about the re- 

Bank oan Mail or bring your entries to the bank, sult that was desired. 
plan Contest Closes Midnight June 15, 1947 The contest is ex- 

In case of ties the $100 will be equally divided among the plained in the en- 


closed copy of the 
advertisement which 
is appearing in our 
local newspapers. 








2% INTEREST PAID ON SAVINGS ACCOUNTS 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION ° 
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doing in publishing the fine articles and in- 
formation in The Burroughs Clearing House. 
Tuomas A. Hoop, Cashier, 
FayettevilleIndustrial Bank, 
Fayetteville, North Carolina 
¢ ¢ 


Cover to Cover 


Strs: The Burroughs Clearing House 
is read from cover to cover by every one 
in this bank. It is really a “must” with us. 

R. V. WESTERLIND, 

Assistant Cashier,The Babylon National 

Bank and Trust Company, 
Babylon, New York 
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Capital . 
Surplus. . : 
Undivided Profits. 
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. 36,036,301 
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In the TREND of BANKING 


ow 








About Conventions 


Members of the various specialized 
banking associations are now laying plans 
to attend the annual fall convention 
gatherings. 

The A. B. W. meeting. First on the 
schedule is the 25th annual meeting of the 
Association of Bank Women, to be held at 
the Claridge Hotel in Atlantic City on 
September 26-28, immediately preceding 
the A. B. A. convention. It is noteworthy 
that the A. B. W., which now has a national 
membership of 765, held its first annual 
meeting in Atlantic City back in 1923. It 
was organized in 1921 by a small group of 
women bank officers in New York City, 
and is the only organization of women 
bank executives in the country. Miss 
Willa Riley, assistant vice-president of 
The Florida National Bank of Jackson- 
ville, Florida, is president. General chair- 
man of the convention is Mrs. Nancye B. 
Staub, assistant secretary and assistant 
trust officer of the Morristown (New 
Jersey) Trust Company. 

The F. A. A. gathering. Some interest- 
ing entertainment as well as program plans 
are being laid for the 32nd annual conven- 
tion of the Financial Advertisers Associ- 
ation, to be held October 6-9 at the Hotel 
Waldorf, New York City. Besides “free” 
evenings for the delegates to see New 
York, the festivities to be sponsored by the 
local banks and the New York Financial 
Advertisers will include a First Timers’ 
Party, and a Get Together “Shindig’”’ at 
some famous night spot. Robert W. Sparks, 
vice-president, Bowery Savings Bank, is 
chairman of the New York convention 
committee. The business program will be 
packed with meetings from breakfast to 
5 P.M. each day. 

The Associates. Some alluring events 
are likewise in the making for the fall 
conference of Robert Morris Associates. 
A special transcontinental train will bring 
delegates to Hotel del Coronada, Coronado, 
California, located on the Pacific near San 
Diego. The four-day meeting will be held 
October 12-15. One outstanding event 


will be a trip to Mexico, where the Jai Alai 
Cafe in Tijuana has been reserved exclu- 
sively for the Associates. 

N. A. B. A. C. plans. A record-breaking 
attendance is anticipated for the 23rd 
annual convention of the National Associ- 
ation of Bank Auditors and Comptrollers, 
scheduled for October 22-25 at Baltimore, 
Maryland. General chairman is Leonard 
O. Engel, treasurer, Provident Savings 
Bank of Baltimore. The three main topics 
covered during the business sessions will 
be audit and control, personnel work and 
problems, and bank operations. A desira- 
ble innovation will be the presentation of 
officer and committee reports in printed 
form, which will allow adequate time for 
major addresses. Many of the delegates 
will reach the convention via a special 
train which allows a full sight-seeing day 
in Washington, D. C. 
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Country-wide Acclaim for 
Soil Development Program 


The Second National Bank of Houston, 
Texas, has launched that state into the 
midst of a soil development program which 
is gaining acclaim from farmers and 
ranchers, business and bank men through- 
out the country. 

In its scope, cost and methods, the 
Houston bank’s program is unique. It has 
extended into most of Texas, costs some 
$80,000 annually and is based on co- 
operation with country bankers, business 
men and farmers. 

The Second National’s agricultural pro- 
gram was begun in 1945 under the direc- 
tion of C. M. Malone, vice-chairman of 
the board. In active control of the now 
fully developed agricultural department 
is O. Dooley Dawson, vice-president of 
the bank who has 11 years’ experience with 
the United States Soil Conservation Serv- 
ice. 

The program. The bank’s program 
revolves around a series of community 
meetings. They are co-sponsored by local 


‘ 

banks, chambers of commerce, farm groups 
and small business men, and usually include 
a festive barbecue. The first meeting two 
years ago drew 225 curious guests. The 
bank’s agriculture department, with the 
experience of nearly 100 such meetings 
behind it, now often entertains ten times 
that number of newly conservation-minded 
Texans. 

The meetings are organized only on 
invitation of local bankers. They may be 
held anywhere in the state and one takes 
place nearly every three days. The ses- 
sions are staged in local parks, fair grounds, 
picnic areas or farmyards. 

Mr. Dawson acts as keynote speaker at 
the gatherings and always shows an out- 
standing moving picture, “This is Our 
Land,” produced by the Ethyl Corporation 
for such functions. Usually the program 
includes an expert on the main cash crop 
of the area in which the meeting is being 
held. Of special interest at each meeting 
are the interviews, conducted by local 
agricultural agents, with local farmers who 
have adopted soil conservation programs. 
The farmers place great credence in the 
words of neighbors when they are backed 
by evidence of fine land and a volume of 
marketings. 

All guests at the meetings are requested 
to fill out a form card, which is retained by 
the Houston bank’s agricultural depart- 
ment. Shortly after the meeting each 
guest receives a personal letter from the 
bank giving him pointed information about 
conservation procedures for his specific 
type of land. 

The first evidence of the worth of meet- 
ings is usually the establishment of test 
plots in the immediate area during the 
months which follow. The results obtained 
on these plots command the attention of 
other farmers in a way which is impossible 
with experiment-station projects. 

Accomplishment. An example of what 
can be accomplished by these methods is 
the experience of one of the counties which 
followed the bank’s lead in soil develop- 
ment. After the bank-sponsored meeting, 
the county agent had little difficulty per- 


The Second National Bank of Houston has organized about 100 such soil conservations meetings 
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suading several of the farmers of the 
county to use clover and phosphate to 
enrich their topsoil. The bank illustrates 
what happened in this case with a mime- 
ographed tabulation which is passed around 
at all of the meetings. It shows, for ex- 
ample, the case of the farmer whose five- 
year per-acre cotton average up to 1940 
was 68 pounds per acre on almost worth- 
less land. By fertilizing with phosphate 
and sowing a winter cover crop of clover 
to aerate the soil, his next five-year yield 
was boosted to 188 pounds per acre—on 
formerly exhausted soil. 

In spite of all this effort in behalf of 
agriculture, the Second National Bank 
does not make farm loans. This, it says, 
is the job of local bankers. If a farmer 
comes in seeking a loan at the Second 
National Bank, his case is studied and 
referred back to the local country bank. 

Country-wide need. Mr. Malone had 
concluded before the beginning of the 
Second National Bank program that 25 
years of continued soil bleeding would 
have broken Texas agriculturally. He 
hopes that what is being done in that state 
will catch the imagination and enthusiasm 
of influential men throughout the country. 
To emphasize the need he cites these 
figures from the United States Soil Con- 
servation Service: 

“The country has already lost 50,000,000 
acres of superior farm land through fertility 
waste and erosion. Another 50,000,000 
acres have been seriously damaged, and 
another 100,000,000 acres have lost one- 
half their original fertile topsoil. These 
add up to two-thirds of the best crop land 
in the nation.” 

About his program and the soil develop- 
ment situation in general, Mr. Malone 
often says, ““Your business and every other 
line of business will benefit by better per 
acre production and better earnings by 
rural communities.” 
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Farm Land Economics 


In conjunction with recent official 
efforts to discourage the inflationary trend 
in farm land prices, the accompanying 
chart is of interest. Picturing the broad 
gap which now exists between prices re- 
ceived and paid by farmers, compared 
with the pre-war relationship, it discloses 
why attempts to slacken enthusiasm for 
farm land purchases are not likely to 
be strikingly successful until the com- 
modity price situation changes. 

The big question is, when and to what 
extent will the deflationary change occur. 
Discussing this, Farm Loan News published 
by The Equitable Society reported that 
some spokesmen for the U. S. Department 
of Agriculture at the recent land value 
conference in Washington “‘hazarded guesses 
that farm commodity prices would drop 
sharply by the end of 1947 and, after an 
indefinite shake-out period, wind up at 
something like 150 per cent of the pre-war 
level. In April this year, prices were 
258 per cent of pre-war!” 

What would be the effect of such a drop, 
especially on the farmer who has paid a 
high price for his land? Farm Loan News 
points out: “Costs are sticky—they do 
not fall as quickly or as far as prices. And 
that’s where the squeeze on farmers will 
make itself felt . . . If commodity prices 
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Farm Loan News 


The gap stimulates land inflation 


drop as intimated at the conference while 
costs hold relatively firm as they have 
done in the past, we could have another 
1921.” 

In this connection, doubt is expressed 
whether a broadened price support or 
production control program can perma- 
nently halt the trend. ‘“‘We suspect that 
before long the demand by consumers that 
the program be changed and prices re- 
duced would become irresistible.” 
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Bank Capital and Thin Ice 


In stating his case for the need of addi- 
tional bank capital, Vance L. Sailor, chief 
of: the FDIC’s division of examination, 
recently summarized his views as follows: 

1. The long-trend prospect is that de- 
posits will increase and that unless bank 
capital is substantially increased during 
the next few years the ratio of the stock- 
holder’s dollar to the depositor dollar will 
decline further. 

2. We cannot predict how near the 
percentage of the bank stockholder’s dollar 
to each dollar in our banking system can 
approach zero before it constitutes a threat 
to our free-enterprise system. 

3. Capital-wise, the banking system of 
this country is skating on the thinnest ice 
in our banking history. 

4. The continuation of our free-enter- 
prise banking system can be justified only 
on the basis of the banks serving the 
legitimate credit and other banking needs 
of the country. 

5. To serve that need, the conscientious 
banker must have more of his own dollars 
at venture than has the average banker 
today to warrant his placing the deposi- 
tors’ dollars in other than “riskless assets.” 

Mr. Sailor adds: “‘As a prerequisite for 
the continuance of our present banking 
system it seems most important that locally 
owned capital and loss reserves be estab- 
lished and maintained in amounts adequate 
to meet any potentiality with which banks 


may be confronted. Every bank which 
fails so to provide for its own future sol- 
vency is just one more potential applicant 
for Federal Government assistance in time 
of business stress. Just how far such 
subsidization by the government can con- 
tinue before our system of free enterprise 
is greatly curtailed or entirely lost cannot 
be predetermined.” 
+ 2 r 


Term Loan Agreement 


The very active Forms Committee of 
Robert Morris Associates, which has 
developed a number of notable credit 
forms for commercial banks, adds to its 
reputation with a sample term loan agree- 
ment. This was reproduced in full, in the 
June, 1947, issue of the Associates’ Bulletin. 

In his foreword of explanation, J. Robert 
Webster, of the Harris Trust and Savings 
Bank, Chicago, acknowledges the difficulty 
of attempting to draft a uniform agree- 
ment which will provide all the safeguards 
needed to cover different situations. 

“On the other hand,” he states, “banks 
and lawyers have developed certain basic 
restrictions and covenants more or less 
common to all loan agreements, especially 
unsecured credits. The Forms Committee 
has prepared a sample agreement which, 
we believe, contains most if not all of these 
basic requirements.” 

The agreement is in letter form, rather 
than a more formal style, because it lends 
itself to wording that is less complex and 
thus more readily understood. 

The form is designed for a situation 
where the matter of subsidiaries is of no 
importance, and types of collateral are not 
included in detail since they vary so widely 
in term credits. 

“Under no circumstances should this 
sample form be applied without the em- 
ployment of counsel,” cautions Mr. Web- 
ster. “Rather, it should be regarded as a 
guide from which specific agreements can 
be constructed.” 

Some rather surprising data as to the 
extent to which bank financing consists of 
term loans is contained in a release by the 
National Industrial Conference Board. 

It discloses that nearly 48 per cent of 
service firm borrowing and nearly 78 per 
cent of public utility borrowing from banks 
consists of term loans. In other cate- 
gories, the percentage of term loans to 
total loans are: manufacturing and mining, 
41 per cent; retail trade, 27 per cent; 
wholesale trade, 9 per cent. 

For all business categories, 34 per cent 
of the bank loans were of the term variety, 
with a maturity of more than one year. 
It is noteworthy that small firms as well 
as large make extensive use of this type of 
financing. The report shows that the 
smallest firms (assets less than $50,000) 
did 29 per cent of their borrowing in term 
loans. This was exceeded only by the 
largest firms (assets $5 million and over), 
where term loans represented 51 per cent 
of the borrowing. 
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Corporates and Municipals 


The fact that corporate and municipal 
bonds are approaching a buying range for 
the commercial and stock savings bank 
has been cited by Raymond T. Perring, 
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Note illustrated explanations of transactions, above service desk 


Onondaga County Savings Bank of Syracuse, New York, installs . . . 


vice-president in charge of investments at 
The Detroit Bank, in a recent address. 
“To date, new corporate issues have 
been absorbed quite readily and prices of 
top grade bonds are close to their highs,” 
Mr. Perring stated. ‘“‘However, if a re- 
cession following the present inflation 
proves to be of any consequence, prices of 
medium and lower grade issues will suffer 
and even high quality corporates may be 
affected to some extent. Such a condition, 
plus the factor of increased supply, could 
conceivably improve yields of top quality 
corporates a quarter of 1 per cent, which 
would certainly add to their attractive- 
ness. At least, they will bear close watch- 
ing by institutional investors.” 
Municipals outlook. The decline in 
municipal prices during the past year may 
be traced largely to the prospect of a 
change in the supply-demand ratio, accord- 
ing to Mr. Perring, who adds that their 
interest has been evident in the relative 
ease with which some very large issues 


have been marketed recently. 

Already in 1947 there have been over 
$1,200,000,000 of new bond issue flotations 
by states and municipalities, a larger total 
than has been reached in any previous full 
year. Moreover, Bond Buyer, trade jour- 
nal covering the municipal market, esti- 
mates that new money offerings in the next 
few years could reach the tremendous 
total of $7,000,000,000. 

While the post-war avalanche of new 
offerings has not yet touched off any 
drastic drop in the price of municipals, 
question has been raised in some quarters 
as to the absorption power of the market 
for the balance of the year. It is believed 
that the prospective large volume of new 
issues will be no “cinch” for the under- 
writers to handle, although skillful spacing 
of the flotations can be an assisting factor. 
It is also pointed out that tax-exempts now 
oustanding are maturing at the rate of 
$100,000,000 monthly, which will tend to 
prolong the scarcity factor. 
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Good Neighbor 


Banks throughout the country 
have found this Indian the sym- 
bol for a “good neighbor” upon 
whom they can rely for effective 
results in New England. 


«Outstanding Strength” for 111 Years 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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CapPITAL 
$10,000,000 
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Seven-Day Banking 
Service 


With all of the banks in the city operat- 
ing on a five-day week the Onondaga 
County Savings Bank of Syracuse, New 
York, has installed a self-service banking 
innovation which permits customers to 
obtain many banking services seven days 
a week. 

Copyrighted by the bank as the “‘7-day 
Banker,” this new service enables cus- 
tomers to make deposits, withdrawals, open 
new accounts, pay mortgage installments, 
buy U. S. Savings Bonds and pay safe- 
deposit box rentals. Withdrawals from 
savings accounts are also possible, although 
not in cash. In this case, the customer 
indicates his desires and a check or checks 
will be mailed to him the following day, 
made out to whomever he designates. 

When the customer has filled out the 
necessary form for any transaction he 
seals it and drops it into a chute leading 
to a safe in the bank quarters. On the 
next banking day, the safe is opened and 
each transaction is routed to the correct 
department. Receipts are mailed to the 
customer that afternoon. 

The 7-day banker is also used during 
regular banking hours. When long lines 
are waiting at the tellers’ windows, cus- 
tomers often complete their transactions 
at the newly installed service desk. 

During the first week-end of the new 
service 42 customers used the 7-day 





. . self-service banking innovation 


banker. New accounts were not uncom- 
mon and one new account of $2,500 was 
obtained. 

Sd * 


Bank Advertising Acclaimed 
by Publishers 


Advertising campaigns of four financial 
institutions are included in the 1947 edition 
of The Blue Book, annual compilation of 
newspaper advertising success stories pub- 
lished by the Bureau of Advertising, 
American Newspaper Publishers Associ- 
ation. 

The four institutions whose campaigns 
were chosen are the Industrial Bank of 
Commerce, New York City; Lincoln Sav- 
ings Bank, New York City; Ninth Federal 
Savings & Loan Association of New York 
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City; and The Pennsylvania Company, 
Philadelphia. 

Each of the four institutions’ advertising 
goals was different, and outstandingly 
successful. 

The object of the Industrial Bank cam- 
paign was to sell personal financing of all 
kinds and to gain a wider recognition of 
the new name of the bank, which was 
changed from Morris Plan Industrial Bank 
in January, 1946. Its campaign ran in 
11 newspapers in New York. During 
January, 1947, personal loan business was 
approximately 53. per cent over the same 
month in 1946. 

Lincoln’s advertising aim was to create 
voluntary buyers of Savings Bank Life 
Insurance, which is not sold by agents. 
Two New York City papers were used 
every 12 days. Policy sales for the year 
soared to 3,433, compared with 634 the 
previous year, and new insurance went 
from $845,000 to $2,870,000. The plan 
pushed in the campaign also included sav- 
ings accounts of which more than 3,000 
were opened during the year. 

G. I. loans was the subject of Ninth 
Federal’s campaign. Advertisements were 
inserted weekly in each of eight papers in 
New York. Loans totaling $220,900 were 
directly traceable to the advertising cam- 
paign, and each advertising dollar produced 
$32.19 in gross revenue. 

The Pennsylvania used advertisements 
in three Philadelphia papers each week in 
an attempt to get more business and to 
present its bank as a friendly institution. 
Although sales were not the sole aim of 
the campaign, the 1946 loan volume was 
up 44 per cent over 1945 and time-sales 
loans ran 100 per cent ahead of 1945’s total. 


¢ S 


New Bank Quarters, 
Modernization 


When the American State Bank of Mil- 
waukee, Wisconsin, moved recently into 
new quarters two and one-half miles 
nearer the business center of the city it was 
expected that many old customers might 
drop accounts. The bank is surprised to 
find that this fear has not been borne out 
and that the only change in account volume 
is a more-than-anticipated increase. 

The bank’s president, E. A. Redemann, 
believes that the character of the new 
quarters, noted in the July issue of The 
Burroughs Clearing House, has been im- 
portant in holding and gaining accounts at 
the new location. 

Before-and-after photos of the bank’s 
exterior are shown on page 8. In the 
eight-story building, which is owned by 
the bank, a complete remodeling has been 
made up through the third story. The 
first two floors and the basement of the 
building are occupied by the bank. 

Several outstanding features have been 
incorporated in the new bank. Huge glass 
partitions from floor to ceiling form the 
only separation between the office-building 
lobby and the banking floor, thus permit- 
ting the bank to be seen by the many 
people entering the building for other 
purposes. The bank believes this is one 
of its best advertisements. The floor 
design and ceiling decoration have been 
carried from the bank into the lobby to 
insure an effect of continuity. As an added 
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300 CORRESPONDENTS 


Through one account in either of Bank of America’s main offices 
... San Francisco or Los Angeles... you may reach more than 
300 California communities promptly. For Bank of America 
serves the people of California on a neighborhood basis, with 
branches conveniently located in all parts of the state. This 
bank also offers you the facilities of its banking offices in Lon- 
don and Manila, and a close correspondent service with other 
Western States, Hawaii, and Alaska. 





CONDENSED STATEMENT OF CONDITION, JUNE 30, 1947 


RESOURCES 
Cash in Vault and in 
Federal Reserve Bank 
Due from Banks 


TOTAL CASH 


United States Government Obligations, 
direct and fully guaranteed . 


- $ 690,072,979.30 
-  252,881,014.94 


- $ 942,953,994.24 





1,863,621 428.23 


State, County, and Municipal Bonds . 330,652,092.72 
Olber Danes dod ‘Securities, 2.5; «sk ae’ 95,081,682.02 
Stock in Federal Reserve Bank . . . .... 6,499,400.00 
Loans and Discounts (: RE aa ae ae 2,135,842,845.98 
Accrued Interest and Accounts Receivable. . . . 18,955,442.77 
Bank Premises, Furniture, Fixtures and Safe Deposit Vaults 32,831,047.46 
Grber Rest Catate Ganel> 5 ss 6 ek 60,228.31 


Customers’ Liability on Account of 
Letters of Credit, Acceptances, and Endorsed Bills . 42,381,753.98 








ne. ss ea ee ae a eee 903,837.79 
TOTAL RESOURCES . . $5,469,783,753.50 
LIABILITIES 
Copttel .. 2 a tt et ee eee 
SE aa Ro ee 110,000,000.00 
Undivided Profit. . .... 36,319,807.49 
NR so see i a oe Ghat 4,517,630.16 
TOTAL CAPITAL FUNDS... . ... « « © « $ 257 AO3 81265 
enw eee eee we RS ee Se 30,344,694.82 
F Ree ee et 
Deposits mes and Time . . 2,313,348,519.07 5 >-!'3,290,019.49 


Liability for Letters of Credit and as Acceptor, 

Endorser, or Maker on Acceptances and Foreign Bills 43,358,804.68 
Reserve for Interest Received in Advance A ae ag 11,870,896.38 
Reserve for Interest, Taxes, etc. 13,435,525.48 


TOTAL LIABILITIES . . $5,469,783,753.50 





This statement includes figures of the Bank’s offices in London and Manila 





MAIN OFFICES IN TWO RESERVE CITIES OF CALIFORNIA 
SAN FRANCISCO _ LOS ANGELES 


Bank of America 


NATIONAL {80SV/32 ASSOCIATION 
Cabfonias Hatewide Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION ¢ MEMBER FEDERAL RESERVE SYSTEM 
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STATE BANK 


“Before and after,’’ St. Clair National Bank of Belleville, Illinois 


Noteworthy examples of how the nation’s banks are gaining new beauty and utility 


convenience for customers, new telephone 
booths and a parcel post distribution room 
have been provided in the lobby. 


° 


The Genesee County Savings Bank of 
Flint, Michigan, has celebrated its 75th 
anniversary with a complete moderniza- 
tion of its quarters. 

One of the interesting phases of this all- 
over modernization is that regular business 
was carried on without interruption 


throughout the year-long remodeling. This 
was accomplished by the use of false 
ceilings and partitions and alternating 
sides of the lobby and bank entrances 
during the course of the construction. 

The exterior evidence of the remodeling, 
as shown in the accompanying illustration, 
is the new three story facade of granite 
with its decorative grille work and the 
bank’s name in stainless steel. The new 
entrance replaces the former step-up door- 
ways through the use of four wide street- 


level swinging doors of Herculite glass. 
The main banking floor has been widened 
and extended 50 feet through the acquire- 
ment of two floors and the basement of an 
adjoining building. This space has en- 
abled the bank to add 7,500 square feet of 
floor space in the main lobby and the 
addition of a new lower lobby, in which 
the safe deposit department is located. An 
innovation in this department was the 
installation of 24 air conditioned coupon 
rooms of individual and conference sizes. 
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Jefferson Trust and Savings Bank, Peoria, Illinois 























































Visitors refer to it as a glimpse of “‘the bank of tomorrow” 


The addition of further work space was 
provided by constructing a new mezzanine 
floor which extends along the entire side of 
the banking quarters. This floor’s 3,500 
square feet accommodates offices of the 
trust department, monthly-repayment loan 
department and directors’ room. 

The bank has been air conditioned for 
both summer and winter through the 
installation of a deep-well system, which 
provides cold water for summer air con- 
ditioning at the rate of 300 gallons per 
minute. 

The coloring throughout the interior of 
the bank is done in warm, bright colors. 


¢ 


Another outstanding contrast in the old 
and new in bank quarters has been brought 
about by the complete modernization of 
The St. Clair National Bank of Belleville, 
Illinois, shown on page 8. 

Located in a prosperous agricultural and 
industrial district, the bank has given 
special decorative attention to its environ- 
ment. All elements of the community 
make-up are depicted in a large mural on 
the rear wall. The mural is entitled ““The 
Progress of Mankind.” In the center is a 
local farm scene, on the right a mining 
operation and on the left a factory group 
at work. Silhouetted in the background is 
the artist’s conception of a progressive 
city. Murals on the side walls of the lobby 
are in tribute to the “Future Farmers of 
America” and ““The Spirit of Youth.” 

The color scheme throughout the bank 
is gray-blue with rose-colored ceiling. It is 
illuminated with cold cathode tube, sup- 
plemented with recessed prismatic lens and 
incandescent fixtures. 

Over each teller’s cage is a lucite sign 
designating the name of the teller and the 
service performed at the window. 

Semi-private booths for customers’ use 
in the delivery of statements and purchase 
of bonds are easily accessible in the main 
banking room. 

° 


The new quarters of the Jefferson Trust 
and Savings Bank in Peoria, Illinois, has 
been referred to as “‘the bank of tomorrow” 
by enthusiastic visitors. An attempt has 
been made by the bank to install the most 


modern of accommodations 
department. 

In the main lobby, pictured above, 
eighteen open-type tellers’ spaces are 
arranged around one side of the bank’s sym- 
metrically curved counters, while officers’ 
space and vault entrance are also located 
behind low, curved barriers. Walls are 
surfaced with avodire wood, a_ light 
mahogany from the Philippines, lighting is 
fluorescent and indirect, and waste space 
has been largely eliminated by the modifi- 


in every 
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cation of corners throughout the main 
banking room. 

The second floor of the bank, which con- 
tains trust, personal loan, and safe deposit 
departments, are reached from the main 
lobby by either stairway or elevator, and 
are of design similar to that of the lower 
floor with large, air conditioned safe-deposit 
booths being one of the outstanding fea- 
tures. 
. 
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Savings and Loan Poll 
Proves Revealing 


In the course of an extensive study of 
ways to bring about an accelerated growth, 
the Railroad Federal Savings and Loan 
Association, New York City, conducted a 
survey which unearthed a fact of broad 
implication for other associations. 

In the opinion poll of people who live 
or work in the neighborhood of the main 
office or branches of Railroad Federal, 
those who were not using a savings and 
loan association as a savings depository 
were asked to tell why. It was found that 
an average of five out of eight persons so 
interviewed did not regard savings and 
loan associations as savings institutions. 

Reasons why. Analyzing the findings, 
President George L. Bliss reports in the 
staff publication that of the 62.2 per cent 
of the people who do not save in savings 
and loan associations, the reasons given 
were: Never heard of them, 8 per cent; 
never thought of them in connection with 
savings, 44.1 per cent; don’t need a loan, 








communities. 
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FRONT ROW 


We're in a front row position to give you and 
your customers timely information about New 
York State business. Through our affiliation with 
other Marine Midland banks we are in daily con- 


tact with local conditions in 46 New York State 


Member of Federal Deposit Insurance 
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Buffalo’s Oldest and Largest Commercial Bank 
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STATEMENT OF CONDITION 
June 30, 1947 


RESOURCES 
Cash and Due from Banks. . ee ee 
U.S. Government Securities . . $983,927,575.75 
State and Municipal Securities . . 35,303,257.86 


Other Bonds and Securities . . . 9,696,153.97 
Loans and Discounts. . Ra aa 1 ri 
Earned Interest Receivable . i» er eee & 
Customers’ Liability under Acceptances and L/C. . 
Bank Premises . a & & 4% 
Vaults, Furniture and Fixtures . 


Other Assets . aor 
TOTAL .. 
LIABILITIES 
Capital ...... =.=... + + $24,000,000.00 
eee 26,000,000.00 
Undivided Profits. . .... . . _27,500,000.00 


Reserves for Contingencies, Interest, Taxes, Dividends 
Interest Collected—Unearned....... 
Acceptances and Letters of Credit Liability . 

Other Liabilities . 


Deposits— Time ..... . . $649,268,000.87 
—Demand ...... 931,688,579.13 
Tee « « 


$ 315,852,318.75 


1,028,926,987.58 
316,138,245.79 
4,892,284.07 
1,903,435.81 
4,652,111.00 
1,140,891.05 
90,518.33 


$1,673,596,792.38 


$ 77,500,000.00 
11,545,873.99 
1,518,946.93 
1,906,935.81 
168,455.65 


1,580,956,580.00 


$1,673,596,792.38 


Securities carried at $52,155,784.71 are pledged to secure trust funds and U. S. Government, 
State and other Public Monies, and for other purposes as required or permitted by law. 


BOARD OF DIRECTORS 


George M. Wallace, Chairman 
James E. Shelton, President 


L. W. Craig S. M. Haskins 
Shannon Crandall Ralph B. Lloyd 
Thomas A.J. Dockweiler Maynard McFie 
Gabriel C. Duque William B. Munro 
James B. Gist Gurney E. Newlin 
Robert E. Gross John O'Melveny 
Tracy Q. Hall Fred B. Ortman 


Chester A. Rude 
C.C. Teague 

Chas. H. Toll 
Edward R. Valentine 
James G. Warren 

C. T. Wienke 

Dr. John C. Wilson 


MEMBER FEDERAL RESERVE SYSTEM © MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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8 per cent; don’t wish to save systemati- 
cally, 2.1 per cent. 

“Clearly, then, the impelling need of 
this business is to create in the public 
mind an entirely different concept of what 
our business is . . . we must make the 
public think of our associations as savings 
institutions,” President Bliss declares. 

“As a conclusion of this survey, we 
believe that the trouble lies with the word 
‘loan’ in our title. It is a short word. It 
falls next to the word ‘association,’ making 
‘loan association’? an easy and _ logical 
abbreviation. 

“The first thing we can do is to de- 
emphasize the word ‘loan,’ ” states Presi- 
dent Bliss. ‘“‘From now on, let’s think and 
talk of this business as the ‘savings associ- 
ation’ business . . . If we do it often enough, 
and talk to enough people, we’ll find them 
doing it, too.” 

Another finding. In the June issue of 
The Burroughs Clearing House, reference 
was made to realistic attitude of the Rail- 
road Federal management in recognizing a 
slower rate of growth than the average, 
and taking systematic steps to correct the 
situation. 

Another finding of its opinion poll was 
that the word “Railroad” in its name was 
a handicap, and President Bliss reports 
that a search for a better name is under 
way. 


Credit Suggestions for 
Smaller Banks 


One of the few discussions of credit 
analysis of practical worth and application 
to the smaller bank has come from Edward 
F. Gee, vice-president, State Planters 
Bank & Trust Company, Richmond. Ina 
local chapter letter and later in the Robert 
Morris Associates Bulletin, Mr. Gee places 
himself in the position of the country or 
suburban banker, and makes some down- 
to-earth suggestions as to simplified credit 
procedures. In summary, they can be 
listed as follows: 

1. Know your community. This in- 
volves mingling with the local folks, play- 
ing golf with the retail merchants, visiting 
farmer friends. In a business that deals 
basically with character, the best way to 
learn a man’s character is to live with him. 
Carry a memo pad and jot down credit 
information resulting from such contacts; 
later slip these memoranda into the 
applicable credit folders. 

2. Insist on financial statements. If 
borrowers can’t afford annual independent 
audit reports, have them draw off state- 
ments of their own making at regular inter- 
vals. If they have no reliable records, have 
them sit down at your desk at least once a 
year and prepare with you a reasonably 
accurate statement from oral estimates. 

Set up a little tickler system to insure 
that statements are received regularly from 
your more important borrowers. Your 
larger city correspondent banks can supply 
you with a sample tickler card. 

When a financial statement is brought 
in or prepared, go over it thoroughly with 
your borrowers, drawing him out on the 
true nature of the assets and liabilities. 
Find out just where he stands on his in- 
come taxes. Pencil his explanatory com- 
ments on the statements themselves, right 
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alongside the items to which they apply. 
Then, at your first opportunity, transcribe 
the balance sheet and operating figures as 
succinctly as possible to comparative forms. 
Follow the changes from year to year and 
obtain explanation of the more significant 
variations. Check on the adequacy of 
insurance coverage to eliminate abnormal 
hazards. 

Discuss with your borrower the first 
movements toward reduced liquidity or 
profitability. A primary function of good 
statement analysis is to sound a warning 
of approaching debility in time to stem its 
advance. 

3. Compute important ratios. Buy 
yourself a 25 cent slide rule at the dime 
store and make it a routine practice to 
compute at least the following four ratios 
on every business statement received: 

Current ratio—dividing current assets 
by current liabilities to show the propor- 
tionate coverage of current debt. 

Debt to worth—dividing total debt by 
net worth to show the proportions of bor- 
rowed capital to owned capital. 

Sales to receivables—dividing annual net 
sales by year-end receivables to approxi- 
mate their relative liquidity. 

Sales to merchandise—dividing net sales 
by year-end inventories to approximate 
the relative liquidity of this asset. 

If a borrower’s sales to receivables ratio 
seems a little heavy, have him bring you a 
complete list of his outstanding accounts. 
You'll probably know most of the debtors 
involved, which should enable you to form 
a pretty good idea of the liquidity and 
soundness of the asset as a whole. 

If a borrower’s sales to merchandise 
ratio seems a little heavy, drop around to 
his store and look over his stock. Observe 
quantities, appearance, condition and ar- 
rangement. You don’t have to sit at your 
desk and rely on the figures on a piece of 
paper to tell you of the value of a man’s 
assets; get out and observe for yourself. 

Property values can be checked by 
firsthand appraisals and an _ up-to-date 
knowledge of conditions in your com- 
munity. Keep abreast of property trans- 
fers affecting present or potential customers 
by stopping by the courthouse on occasion 
and reviewing the records since your last 
call. Make a note for your credit files 
when the matter warrants. 

4. Check creditors’ claims. Assets of 
the borrower are subject to reasonable 
firsthand checks, but what check can the 
banker make on the claims that creditors 
may have on these assets? 

First, his periodical review of court 
records should reveal the liens and mort- 
gages on real and personal property which 
have become a matter of public record. 
Then he should avail himself of the serv- 
ices offered by some reliable commercial 
reporting agency, and the Interchange 
Bureau of the National Association, of 
Credit Men. Moreover, by noting the 
payees of the larger checks drawn for 
trade payments, the bank can make direct 
checkings with the principal suppliers of 
his borrowing customers. Never overlook 
these simple expedients. 

5. Use other sources. Make full use of 
the knowledge of specialized lines, or 
general community conditions, possessed 
by members of your board of directors. 
These gentlemen should prove invaluable 
sources of credit information if they are 
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Condensed Statement of Condition, June 30,1947 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers 
U. S. Government %bligations . 
Loans and Bills Purchased . . 
Public Securities . ; 
Stock of the Federal Reserve Bank 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

Receivable . . . ; 
Real Estate Bonds and Mortgages 


» « « « »« $ 596,220,879.07 
» + « « «+ 1,406,053,590.09 
° 679,092, 157.52 


o. 86,086, 185.88 





Bank Premises . .. . «- -« 
Other Real Estate ..... 


Total Resources . 


9,000,000.00 
10,536,043.20 
3,780,808.77 
10,966,484.77 
1,405,637.19 
121,775,159.81 
ak! Bee 4,886,185.78 
Ta Oy ae 135,002.72 





+ «© « « «+ $2,808,162,974.99 


LIABILITIES 
Capital . . «. «+ « «+ « +«$ 100,000,000.00 


Surplus Fund ..... . 
Undivided Profits . ... . 


58, .124,196.08 





Total Capital Funds . . 
Deposits . . . i> ade tihe 
Treasurer’s Checks Outstanding m 


- $ 358,124,196.08 


$2, 382, 683, 139.73 


35,022,921.66 





Total Deposits . 


Acceptances . « 2% 


Less: Own Acceptances Held 
for Investment .... . 


» « « « «+ 2,417,706,061.39 
10,459,242.00 
6,678,433.23 





$ 
Liability as Endorser on Accept- 
ances and Foreign Bills. . . 
Dividend Payable July 1, 1947 . 
Items in Transit with Foreign 
Branches (and Net Difference in 
Balances between Offices Due to Differ- 
ent Statement Date of Foreign Branches) 
Accounts Payable, Reserve for 
Expenses, Taxes, etc. . . . 


3,780,808.77 


328,334.00 
3,000,000.00 


278,650.17 
24,944,924.58 





Total Liabilities . 


32,332,717.52 
- $2,808,162,974.99 





Securities carried at $95,316,723.33 are pledged to qualify for fiduciary powers, to secure 


public moneys as required by law, and for other pur s. Thi 


is Statement includes the 


resources and liabilities of the English, French, and Belgian Branches as of June 26, 1947. 








J. LUTHER CLEVELAND 
Chairman of the Board 


W. PALEN CONWAY 
Chairman of the Executive Committee President 


WILLIAM L. KLEITZ 


DIRECTORS 


GEORGE G. ALLEN Director, British- 
American Tobacco Company, Limited, 

and President, Duke Power Company 

WILLIAM B. BELL President, American 
Cyanamid Company 

F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 

J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY Chairman of the 
Executive Committee 

CHARLES P. COOPER Executive Vice-President, 
American Telephone and Telegraph Company 


WINTHROP M. CRANE, JR. President, 
Crane & Co., Inc., Dalton, Mass. 
STUART M. CROCKER President, 


Columbia Gas & Electric Corporation 

JOHN W. DAVIS of Davis Polk Wardwell 
Sunderland & Kiendl 

CHARLES E. DUNLAP President, 
Berwind-White Coal Mining Company 

GANO DUNN President, The J. G. 
White Engineering Corporation 

WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 


LEWIS GAWTRY 
JOHN A. HARTFORD President, The Great 
Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the 
Board, Anaconda Copper Mining Company 
MORRIS W. KELLOGG Chairman of the 
Board, The M. W. Kellogg Company 
WILLIAM L. KLEITZ President 
CHARLES S. MUNSON President, Air 
Reduction Company, Inc. 
WILLIAM C. POTTER . Retired 
GEORGE E. ROOSEVELT of Roosevelt & Son 
EUGENE W.STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 


ROBERT T. STEVENS Chairman of the Board, 
J. P. Stevens & Company, Inc. 


THOMAS J. WATSON President, 
International Business Machines Corporation 
CHARLES E. WILSON President, General 
Electric Company 


ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 











In writing to advertisers please mention The Burroughs Clearing House 








12 


led to observe and report, and if their 
advice is sought frequently on credit 
decisions. 

Finally, draw liberally on the facilities 
of your larger city correspondents. The 
comparative statement forms, for instance, 
should be obtainable from your corre- 
spondent at a fraction of their direct cost 
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Personalized 
Correspondent 
Bank Service 
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—Not Competition 
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Main Office: 37 Broad Street 


Member: New York Clearing House 
Association, Federal Deposit Insurance 
Corporation 
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Philadelphia bank officers on receiving end of school quiz program 


to you. More important, when you are 
confronted with an important credit deci- 
sion, pass the problem on to the imper- 
sonal analysts of the big city bank. Give 
them the facts, the figures, the necessary 
background, and see what sort of an 
answer they turn out. You don’t have to 
accept the decision, but the smaller bank 
might well look upon the analytical facili- 
ties of its larger city correspondent as 
another tool to wield in the development 
of a sound credit function. 
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Banking Quiz 


Bankers R. D. Connor and G. J. Watts, 
Jr., assistant cashiers at the Corn Exchange 
National Bank and Trust Company, 
Philadelphia, Pennsylvania, recently found 
themselves on the answering end of an 
“information please” program at one of the 
local junior high schools. The bankers’ 
guest appearance has led the school’s busi- 
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BANK OF LONDON & SOUTH AMERICA 
Limited 


Sixty-two branches in Argentina, Brazil, Chile, 
Colombia, Ecuador, E) Salvador, Guatemala, Nica- 
ragua, Paraguay, Peru, Uruguay and Venezuela are 
maintained by this bank, thus providing experi- 
enced and direct banking with those countries. 
The bank also has 9 branches in England, France, 


HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 
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ness training faculty to believe that this 
system of teaching elementary banking is 
very successful. 

The bankers were invited to visit the 
school after the students had prepared a 
barrage of questions. ‘““When I die, if I 
leave no will and no heirs, what happens 
to my money on deposit in the bank?” 
and “If money is stolen from the bank, 
how does the bank get repaid?’”’ were some 
of the questions asked. 

The program was concluded with a visit 
to the bank a few days later by the stu- 
dents who prepared the most compre- 
hensive questions. At that time they 
were conducted through all departments 
and given a printed resume of the work 
done in each. 
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Bank Endorses Apprentice 
Training for Veterans 


Enthusiastic endorsement of the Veter- 
ans Administration program of on-the-job 
training is given by Oscar H. Keller, vice- 
president and cashier of the First National 
Bank of Portland, Oregon, in charge of 
the bank’s personnel of 652 men and 722 
women. Of the 236 veterans who joined 
the First National staff as apprentices, 
41 have resigned, 134 are drawing benefits 
and 61 have reached their goal for which 
they entered training. 

Of the 195 men currently on the payroll 
as a result of the program, Mr. Keller 
comments: ‘‘We have found many of our 
veteran trainees mature beyond their years. 
They soon get the hang of a thing and 
their judgment quotient is high. When 
opportunity for advancement occurs, we 
can be sure they will be ready.” More- 
over, speaking of opportunity, Mr. Keller 
believes that perhaps this topic deserves 
greater emphasis than it has sometimes 
been given. For example, he points out: 

“Within the First National organization 
are 269 official positions. Beginning with 
the chairman of the board, the president, 
15 vice-presidents and two trust officers, 
the bank has in addition 41 branch man- 
agers, eight assistant vice-presidents, 16 
assistant branch managers, six assistant 
trust officers, 96 assistant cashiers, all with 
executive standing. Also, there are 66 pro 
assistant cashiers, junior officers who have 
authority to sign in behalf of the bank, 
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Depicting the spurt in consumer installment lending by banks 


and who in some circumstances have 
supervisory duties. 

“It appears then,”’ continues Mr. Keller, 
“that 40 per cent of the men employees 
have official positions in the bank. A few 
veterans who enrolled as apprentices early 
in the program, having completed their 
training period, already have been ap- 
pointed pro assistant cashiers.”” Further- 
more, the bank faces the retirement in the 
near future of numerous senior officers, 
and within 10 years a great proportion of 
them will reach the pension age of 65. 

When this prospect for advancement is 
considered, together with the numerous 
employee benefits that are offered, the 
personnel department feels that “‘while the 
195 men brought to the staff by veteran 
training are giving a big lift to the bank 
management, it can also be said that the 
men involved will be happy that they 
elected banking as a career.” 
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Consumer Credit Trends 


The tremendous spurt in consumer credit 
lending by banks is graphically shown in 
the accompanying chart prepared by the 
Credit Life Insurance of Springfield, Ohio, 
However, it will be noted that the almost 
vertical rise of the chart line representing 
bank installment loans for 1946, as con- 
trasted with the lows of 1943 and 1944, 
has been continued in a somewhat less 
marked degree during the first quarter 
of 1947. 

Classed as consumer installment loans 
of banks, for chart purposes, are personal 
cash loans repaid in installments and retail 
automobile direct loans. The fact that 
banks are now making more direct than 
indirect auto loans, reversing a pre-war 
pattern, has been a factor in accentuating 
the sharp rise in the chart line for banks. 

Seven per cent account for 75 per cent. 
“A recent study by the Federal Reserve 
contributes an interesting corollary to this 
picture,” comments John F. Hollenbeck, 
president of the Credit Life Insurance 
Company. “While 85 per cent of the com- 
mercial banks make consumer installment 
loans, less than 7 per cent of the commer- 


cial banks account for 75 per cent of the 
total dollar volume outstanding. Put in 
another way, about 85 per cent of the banks 
extending consumer installment loans have 
an outstanding individual volume of less 
than $100,000. 

“The distribution of consumer loans 
classified by the type of loans differs 
between the large and small consumer 
credit departments,” Mr. Hollenbeck ob- 
serves. “The very large departments 
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William Exline Inc., has 


specialized in passbook and 


fine quality bank printing for 
nearly half a century. Let 
us help you 


provide your 


customers with better banking 


e Savings Passbooks 
e loan Passbooks 
e Commercial Passbooks 
e Pocket Check Cases 
e Personalized Check Covers 
e Deposit Slips 
e Passbook Envelopes 
e Statement Sheets 
Machine Posting Passbooks 
e Bill Straps 
e Coin Wrappers 
e Pen Ruled Forms 
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SE RVICE ... 24 Hours a ae 


To give correspondent banks the fastest pos- 
sible service, Corn Exchange has expanded 
its night transit force. Trained personnel, 
working with the finest modern equipment, handle all items 


More Items Handled Every 24 Hours 
Speedier Collections for Your Customers 
Faster Return of Your Correspondent Items 


To build more business for your bank, you are invited to make 
full use of our Round The Clock Correspondent Service. 


VA 
NATIONAL BANK¢AND Trust COMPANY 
FD 


PHILADELPHIA 
Established 1858 
MEMBER FEDERAL DEPOSIT 


INSURANCE CORPORATION 
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Executive Committee, Robert Morris Associates, maps research program 


averaged 23 per cent of their outstanding 
in retail auto, 37 per cent as cash loans and 
the remaining 40 per cent represented 
other retail and repair modernization 
loans. The small consumer credit depart- 
ments, on the other hand, show approxi- 
mately 40 per cent of their outstanding in 
retail automobile, 40 per cent in cash loans 
and the remaining 20 per cent in other 
retail and repair modernization loans.” 
Car loans are thus relatively more impor- 
tant to the small bank, while the large city 
institutions obtain a proportionately large 
volume of modernization, appliance and 
other retail business. 
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E. E. Schmus: Maintain 
Credit Regulations 


Present consumer credit regulations 
should be maintained for a time, Elmer E. 
Schmus, vice-president and cashier of the 
First National Bank of Chicago, Illinois, 
said recently while speaking on the subject 
of “Installment Credit and Its Effect on 
Our Economy.” 

“The combination of a rising tide of 
production and greater price resistance we 
are experiencing should not act as a signal 
to retailers to relax their credit terms in 
anticipation of a gradual swing from a 
sellers’ to a buyers’ market,’”’ Mr. Schmus 
said. 

“I firmly believe the present terms 
granted the consumer might well be main- 
tained for the period immediately ahead 
and certainly should not be extended be- 
yond terms granted the consumer in 1941.” 

Mr. Schmus said predictions that con- 
sumer debt soon would reach $15 to $20 
billion appear “rather high.”’ He believes, 
however, that a substantial increase may 
reasonably be expected, exceeding $10 
billion. 

Recalling that some financing agencies 
have been offering loans at extremely low 
rates, Mr. Schmus warned that this 
would endanger development of reserves 
“‘which are necessary in soundly managed 
installment financing.” 
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Credit Research Plans 


The Executive Committee of Robert 
Morris Associates, at a recent meeting in 
Philadelphia, discussed various phases of 
the research work being conducted by the 





Research Committee of the Associates 
under H. T. Riedeman, vice-president, 
Industrial National Bank of Chicago, as 
chairman. 

One of the activities that will be de- 
veloped in the next few months will be the 
preparation of a bibliography of source 
material in various lines of business. This 
was suggested by the Research Committee 
of the Philadelphia Chapter as a logical 
starting point for all industry studies and 
will be undertaken by the Central Office 
in Philadelphia. 

The Associates are co-operating again 
this year with the Division of Research and 
Statistics, Board of Governors of the 
Federal Reserve System in the preparation 
of statement studies covering a wide range 
of industries. These studies are balance 
sheet and profit and loss data against 
which member banks measure individual 
statements of their own customers. They 
are backgrounds or tools in the appraisal 
of a credit risk. 

During the past few months the Associ- 
ates issued “Some Highlights of the Struc- 
tural Steel Industry.” This study, pre- 
pared by R. W. Duning, secretary-treas- 
urer, gives a ten-year balance sheet and 
profit and loss spread of the business to- 
gether with some comments regarding his- 
tory and operation of the industry. As 
titled, it is intended to give “highlights” 
or a brief summary for the use of the lend- 
ing officer. It is expected that more “high- 
lights” will be issued in the future. 


During the past year, the Federal Re- 
serve Bank of Chicago issued a study of the 
meat packing industry, which will be 
brought up to date each year. The Re- 
search Committee of the Chicago Chapter 
of the Associates counseled with the Re- 
search Staff of the Federal Reserve Bank 
in the preparation of the study. The 
Associates expect to assist in the prepara- 
tion of studies in other lines of business 
during the next year. Furniture manu- 
facturers and wholesale grocers are under 
serious consideration as possible subjects. 

One of the responsibilities of the new 
research secretary, Lawrence T. Knier, is 
to build up the subject files in the Central 
Office for greater service to the members. 
Particular emphasis will be placed on 
industry data. 

An accompanying view shows the 
Executive Committee in session, discussing 
the expansion of association research, 
Seated, left to right: Rodgers L. Wyckoff. 
James H. Moore, Harry F. Schieman, 
Walter L. Rehfeld, Walter L. Driscoll, 
Arthur Phelan, Arthur L. Moler, Ernest 
E. Nelson and Gerald F. Dewhirst. Stand- 
ing, left to right: Raymond W. Duning 
and Lawrence T. Knier. 
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Outstanding Bank- 
Sponsored Flower Shows 


For bringing great numbers of people 
into banks, few forms of promotion excel 
the flower shows now being held in bank 
lobbies throughout the country. 

The Second National Bank of Phila- 
delphia, Pennsylvania, for example, re- 
cently staged a two-day rose show at 
which the overflow line of spectators often 
extended into the street. More than 200 
exhibitors displayed their roses and other 
blooms for the 35 prizes offered by the 
bank. 

Unusual -advance publicity was given 
the show. The outstanding piece of adver- 
tising was in the form of invitation folders 
which were widely distributed, illustrated 
with full-color rose photos, listed all ex- 
hibit classes and contained a mailing card 
for the use of potential exhibitors in reserv- 
ing space for their displays. General 
advertising consists of newspaper ads, 
direct mail and programs over local radio 


Still a great promotion idea: Bank flower. shows 


Second National Bank of Philadelphia 


Northwestern National Bank of Minneapolis 
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stations. Fifty posters in color were placed 





in neighborhood store windows. 
> 


At the Northwestern National Bank, 
Minneapolis, Minnesota, the bank-spon- 
sored peony show has become an annual 
event. 

This year, for the 28th annual two-day 
show, nearly 5,000 peonies from 300 exhibi- 
tors attracted visitors, not only from 
Minnesota but from neighboring states 
as well. 

The bank was kept open until nine 
o’clock each evening to accommodate the 
many spectators. 
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49,000 ‘‘Plugs’’ a Day 


Surprising usage of its Audichron service 
is reported by the First National Bank in 
St. Louis. The machine automatically 
gives the time of day and a brief advertis- 
ing message over the telephone when its 
number is called, and the present daily 
average of such calls is 49,000. 

The bank’s original Audichron answered 
more than 123,000,000 calls. Now it has 
been replaced with a post-war model, and 
the accompanying view shows the instal- 
lation being examined by (left to right) 
two of the bank’s executive vice-presidents, 


















































Predecessor answered 123,000,000 calls 


William A. McDonnell and William C. 
Connett, and by the machine’s inventor. 
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Comprehensive Paper on 
Foreign Banking 


*‘Banks’ Foreign Department Activities” 
is the subject of an unusually compre- 
hensive paper presented recently by Arthur 
W. Roberts, vice-president of the Conti- 
nental Illinois Bank and Trust Company, | 
Chicago, before the University of Wiscon- | 
sin school of banking. | 

Mr. Roberts’ work is specific in detail, | 
avoiding the general and pointing up the | 
practical, everyday functions of the for- | 
eign banking department. A few of the 
subjects which are instructively covered in | 
the 20-page paper are: Banks’ legal and | 
moral responsibility under letters of credit | 
and the documents required; insurance; 
charges and commissions; the variety of | 
collection items handled; discounting of 
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CENTRAL TO THE WEST COAST 
HEAD OFFICE: | SANSOME STREET, SAN FRANCISCO 20 


BRANCH OFFICES IN SAN FRANCISCO, OAKLAND, BERKELEY, 
PALO ALTO, SAN JOSE, BAKERSFIELD, CHICO, FRESNO, HANFORD, 
* LEMOORE, MODESTO, RED BLUFF, REDDING 


STATEMENT OF CONDITION 
JUNE 30, 1947 


RESOURCES 
Cash and Due from Banks 
U.S. Government Securities « « 0 « aeeeresae 
State and Municipal Securities . . . . . 17,139,934.31 
Other Bonds and Securities . . . 1. . . 2,310,581.86 
Loans and Discounts s « = ws s ROS 
Accrued Income Receivable a a NG 1,287,295.51 
Stock in Federal Reserve Bank . a hy 630,000.00 
Bank Premises, Head Office and * aero a 4,135,869.88 
Other Real EstateOwned ... . 1.00 
Customers’ Liability under Letters of Credit 
and Acceptances. . .. . 
Other Assets. . . 


~-$ 99,538,111.25 


5,848,278.20 
341,710.71 


TOTAL $453,131,094.45 


LIABILITIES 
« « « o$237,441,522.10 


‘ . & te we he ec CES IO aero 
U. S. Government Fianniits en 4 2,298,450.50 


Other Public Deposits . . o « © « _32,2635,414.72 

Total Deposits. . . - 415,513,513.88 
Dividends Payable on Common Stock . 562,500.00 
Income Collected in Advance . 547,708.49 
Letters of Credit and Acceptances 6,050,638.39 
Reserve for Future Loan Losses 1,200,000.00 
Accrued Interest, Taxes and Other Rasiens , 1,690,67 3.60 
Common Capital Stock 15,000,000.00 
Wee 3k © ox sw ee eo 
Undivided Profits . . . os ‘ 4,952,291.17 
Pee ee ee ee ar 1,613,768.92 
TOTAL $453,131,094.45 


Securities carried at $52,503,387.31 are pledged to secure trust deposits, United 
States Government and other public deposits, as required by law. 








Demand Deposits. 
Time Deposits . 











Member Federal Reserve System e« Member Federal Deposit Insurance Corporation 
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time obligations; the importance of bank- 
ers’ acceptances today; arbitrage; and for- 
eign currency. 

“There are approximately 185 banks 
with foreign departments in our country,” 
said Mr. Roberts in introducing his lec- 
ture. “Official figures place the total of 
foreign holdings of gold, dollar balances, 
securities, etc., at above $20 billion. It is 
estimated that our country will supply 
goods and services to foreign countries in 
1947 to a total in excess of $15 billion. 
Our imports should reach $7 billion. 

“To an extent never before encountered, 
our bankers must think of and live with 
such matters as the analyzing of risks in 
extending foreign loans, financing com- 
mercial transactions, and all the intricacies 
of the International Fund and Bank.” 
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Unusual Departments 


Accompanying views relate to two un- 
usual departments at the 42nd Street and 
Madison Avenue branch of Central Han- 
over Bank and Trust Company, New York 
City. 

One is the Church Department, which 
has its own staff and private suite of offices 
to service church accounts exclusively. A 
write-up on the branch in the Observer, 
staff publication, states that there are 
several thousand of these accounts, repre- 
senting schools, churches, hospitals, mis- 
sionary societies, colleges, charitable organi- 
zations, and homes for children and for the 
aged. The department is conducted by 
James P. Flynn, assistant secretary, who 





THE BURROUGHS CLEARING HOUSE—August, 1947 











Women’s Department, Central Hanover Bank and Trust Company, New York 


also. supervises the Real Estate Depart- 
ment. He is assisted by Margaret Curtin, 
who has specialized in this work since 
1925, and by Margaret Burke. 

Greater privacy. The Observer ob- 
serves: ‘The offices of the Church Depart- 
ment provide the seclusion and privacy 
which make banking more comfortable for 
the clergy who visit there regularly. Not 
all of the relationships are in New York, 
however, and there is a great amount of 
foreign business. Mission societies, for 
example, keep their funds with us and we 
make payments to isolated men of God in 
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Suppose, instead of being a banker, 
you were simply a depositor. Here 
you are walking down the street and, 
as you pass your bank, it occurs to 
you that you need a new checkbook. 
So you drop in and prepare to stand 
in line behind a lot of people who 
are making deposits. BUT, just as 
you're ready to step into line, you see 
a nice big sign that says “GET 
CHECKBOOKS HERE.” That's 
plain enough! Therefore you approach 
that point and there you find a pleas- 
ant person who has charge of the 
“check department.” 


He or she, as the case may be, sug- 
gests to you that, instead of using the 
conventional checkbook the bank has 
te supplied, you start using 
checks which are numbered and 
which bear your printed name and 
address. Here also is a nice cover with 
your name stamped in gold. And the 
whole box, including 200 checks, is 
only $1.25. Or, if you want a three- 
pat business checkbook, here is 
a wide selection of styles and colors 
which will cost you only $2.75 for 
500. Or perhaps you want a smaller 





GET CHECKBOOKS HERE 























three-on-a-page book for home use. If 
so, you can have an equally good selec- 
tion of colors at an equally low price. 
Now do you buy? You do, because 
it’s something you've always wanted. 
Your bank check isa pretty important 
piece of paper to you. It’s your own 
“eeong oy currency and now you can 
ave it truly personalized at a cost so 
low it isn’t worth considering. And 
you feel relaxed, too, as you discuss 
the question, because you're not hold- 
ing a lot of people who have 
other business to transact. So, as you 
decide on what you want and write 
gut your copy, your checking account 
takes on new dignity. It becomes 
more important to you. You feel a 
little closer to your bank and you 
experience a little extra glow of 
friendship as you walk out. 
Is this little dramatization somewhat ex- 
aggerated, Mr. Banker? Perhaps... but 
not very much. It’s something which 
can be achieved in more instances than 
you realize. A nice young lady or a 
leasant young man can do a marve- 
ous customer relations job with a 
“check department”. Let’s talk about it. 












Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 




















Margaret Curtin 


James P. Flynn 


Operate a unique Church Department 


such remote spots as the jungles of South 
America and the back rivers of China.” 

As will be noted in the picture above, 
the Women’s Banking Department is a 
model of interior decoration, especially 
suitable for its clientele. The number of 
women’s accounts at the 42nd Street office 
is large, and their total dollar deposits 
exceed that of many an entire bank in a 
small town. The department is run by 
Katherine Judson, with the assistance of 
Elsie Grimm and Emily Setters. Miss 
Judson comments: “My job is to inter- 
pret the bank to the women, and to inter- 
pret women tothe bank.” Central Hanover 
also maintains Women’s Departments at 
its Plaza and 72nd Street branches. 
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Home Loan Protection 


Three new plans for providing life and 
disability insurance to home loan borrowers 
have been announced by Occidental Life 
Insurance Company of California. 

Two outstanding features of the new 
*‘Home Security Plans’’ are said to be the 
use of group or wholesale insurance to give 
borrowers a low-cost coverage which will 
cancel the mortgage debt at death, and 
inclusion of liability insurance which per- 
mits the borrower to keep up his install- 
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ments in the event of injury or sickness. 
The three plans are termed Mortgage 
Cancellation Plan, Optional Mortgage Re- 
demption Plan, and Critical Period Plan. 
They offer varying degrees of protection. 
eo ¢ + 


Savings Bank Uses Deposit 
Coupon Plan 


At the New Haven Savings Bank, New 
Haven, Connecticut, a successful general 
savings plan has been patterned along 
“Christmas Club” lines. 

In 1945, Walter Larson, vice-president 
and treasurer of the bank, noticed the 
speed with which Christmas Club members’ 
deposits were made. Responsible for this 
speed were the coupon-deposit books, each 
with an identifying number. As members 
reached the window they handed in their 
deposits and book. The teller stamped the 
date on the coupon and stub, kept the stub 
and returned the book. 

Shortly afterward the bank had similar 
coupon deposit books printed for its 
general purpose savings club. Books were 
printed for deposits of $1, $2 or $5 a week, 
or any multiple thereof. Members could 
make deposits regularly for 50 weeks or 
less. Then they could transfer savings to 































a regular account and start a new book. : , ; Ny Se 
In introducing the new plan to the pub- i 1 t mailing i lea . <a 
lic, the New Haven bank broke its 107- ie _ “ait gis the posege me 
year-old, no-advertising habit. It brought which often shows as much as a 50% saving in 
forth on the pages of local newspapers an time and effort. 
advertising “personality” which is well . , 
known to most of the city’s citizens now. The postage meter prints a single stamp for 
The trade character's name is “Mr. the exact amount of postage needed, delivers it 
Money in the Bank.”” He symbolizes the on gummed tape, moist or dry, as wanted .. . 
The meter stamp has a dated postmark which 
shows the shipping date, permits your regular 
‘| fourth class mail to skip post office canceling, 
bD get going faster. 
There are no stamps to buy, safeguard, or 
h stock . . . no time lost in separating the stamps, 
4 AS or assembling different denominations to make 
LDF XO 
a : mr / the amount needed . . . and no need to account 
<- = ° 
y \ \ 4 for stamps... which the meter does accurately 
: ~~ J and automatically. 
2 The same postage meter handles letters, too 
a sR DOO casenerenssiiitternviethewilte . . . prints postage for any kind of mail, seals 
: The New Haven Savings Club the envelope flaps at the same time. 
of ] The Woy To Soave 
s | nee There’s a model for every bank, large or 
a : small... Call the nearest Pitney-Bowes office, 
j : 
r or write direct for illustrated booklet. 





“Mr. Money in the Bank’’ 


PITNEY-BOWES 


@ Postage Meter 






modern banker, a friendly person offering 
helpful service to people who should save 
for vacations, marriage, home, education 


© 





d and business investment. Down-to-earth = 
* copy introduced the public to Mr. Money Pitney-Bowes, Inc., 3197 Pacific St., Stamford, Conn. 
ie in the Bank and his savings message. a 
Instead of the period ofa year which the Originators of Metered Mail. Largest makers 
Ww bank had set for reaching the quota of of postage meters, Offices in 59 principal cities 
le 2,000 savings accounts under the new plan, in the United States and Canada 
e only 10 months were needed. 
ll The bank believes that the convenient 
d savings plan, along with its effective pro- 
C motion constitutes one of the most pro- 





l- gressive steps taken by the bank. 
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THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
STATEMENT OF CONDITION, JUNE 30, 1947 


RESOURCES 





Cash and Due from Banks . ... . . . «. $1,113,745,115.62 
U. S. Government Obligations. . .... . 2,168,562,691.23 





State and Municipal Securities. . . ... . 90,286,043.16 
ere la es Pel eel ee 167,465,578.51 
Loans, Discounts and Bankers’ Acceptances . . 1,203,007,457.14 
Accrued Interest Receivable ....... 10,326,383.08 
ns. 6. ee ke Ss ee ee 11,238,282.40 
Customers’ Acceptance Liability . . ... . 7,128,284.71 
Stock of Federal Reserve Bank. . ..... 7,950,000.00 
rae ae ee ee ee ee ee eee 31,848,639.55 
Other Assets ... . e 2,718,654.85 

$4,814,277,130.25 








LIABILITIES 





Capital Funds: 


Capital Stock. . . . . . $111,000,000.00 


Surplus... . . . « 154,000,000.00 
Undivided Profits . . . . 52,316,584.36 





$ 317,316,584.36 
Dividend Payable August 1, 1947 e-* 2,960,000.00 
Reserve for Contingencies . . . . . . « . 16,448,721.84 
Reserve for Taxes, Interest, etc. . 12,291,312.47 








ee a eae ee ee 4,445,081,221.35 
Acceptances Outstanding . . $ 10,936,699.47 
Less Amount in Portfolio. . 3,192,082.49 7,744,616.98 
Liability as Endorser on Acceptances _ 
and Foreign Bills . . . . . 2. «© «© «© . 1,361,007.39 
de ina! gy lg gs (Qos & 6 11,073,665.86 
$4,814,277,130.25 





United States Government and other securities carried at $312,669,070.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 


— 
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In a town of 3,500 population, The First National is a $17 million bank, has $5.4 million in loans 


A REPUTATION FOR SAYING “YES” 





Loan-Minded Bankin 


A liberal lending policy, matched by conservatism in matters 
of reserves and collections, pays off despite higher expenses 


VER quite a period of years we 
have acquired somewhat of a 
reputation for being a “‘loaning”’ 

bank. 

Our policy and practice of extending 
credit for just about any useful pur- 
pose has had a lot to do, we know, 
with the fact that the First National 
is now a $17,000,000 institution in a 
community of 3,500 population. From 
this, and a $5,400,000 loan total, it 
can be gathered that the bank attracts 
customer patronage from all over the 
county and well beyond. 

Ours is the only bank in Toms 
River, but there are seven other bank- 
ing institutions scattered throughout 


By 
FRANK W. SUTTON, Jr. 


President and Trust Officer, The First National 
Bank of Toms River, Toms River, New 
Jersey, and President of the New 
Jersey Bankers Association 


Ocean County, which has a 40,000 
population. The territory is marked 
by a rapidly expanding resort activity, 
combined with agriculture consisting 
largely of poultry raising, cranberry 
and blueberry production suitable to 
the sandy soil. Ocean County is 
located on the Atlantic Ocean having 


about forty miles of frontage. Toms 
River is about fifty-eight miles from 
Philadelphia and seventy miles from 
New York City. 

Part of our lending reputation de- 
rives from the fact that we occasion- 
ally make loans for rather unorthodox 
purposes that some of the other banks 
prefer to pass up. Thus we have 
extended credit, where the situation 
seemed to be basically sound, to pur- 
chase pleasure craft, fishing boats, 
airplanes, an airfield, etc. We also 
attracted attention in bygone years 
by making a large volume of FHA 
Title I and Title II loans early in the 
game, when most banks in this area 
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CAPITAL RLU! : 
& UNODIVIDED PROFITS $1, 400, 000 


oF Toms River, Ned. 


FRANK Ww SUTTON. JA 
omEsiONnT 8 TRUST OFnceR 


June 2nd, 1947 


RE: Installment Note Mortgage No. 000 
Zohn Jones and Mary Jones 


Mrs. Mary Jones 
Main Street, Y 
Toms River, N.J. 
Mr, John Jones 
Main Street, 
Toms River, N.J.: 


Please be advised ve are calli 
for payment as of Manday, June 9th, 1947 the 
entire balance of $2,450.52 remaining unpaid on 
the Installment Note eg Loan signed by you 
under date of May 15th, 1946 in the amount of 
$2,640.00, which loan was closed by this bank. 

" , This loan is being called in its 
entirety due to the non-payment of installment of 
$30.00 due this bank May 15th, 1947. . 
If the installment in default 
should be paid prior to the call date, Monday, 
June 9th, 1947, the loan will be fully reinstated. 


Very truly yours, 


President. 


Effective for habitual delinquents 


were skeptical about the whole idea. 
However, I think that the basic 
answer is merely that we are “loan 
minded,” and that folks from a con- 
siderable area have come to know 
that we will say “yes” to any rea- 
sonable credit application. They also 
know that we are “‘collection minded,” 
and our, losses have been extremely 
low, although we have a policy of 
maintaining high reserves against 
potential liabilities. From a personnel 
standpoint, too, we are staffed and 
trained to be a loaning institution, 
rather than a predominately deposit 
and “investment” bank. In the course 
of describing our loan policies, I will 
amplify some of these statements a bit. 

While our legal lending limit is 
°$125,000 very seldom do our individual 
credits approach that size. Instead, 
our portfolio consists primarily of 
thousands of small loans. 

At the present time we have approxi- 
mately $600,000 in personal loans, 
most of which are made without co- 
makers or co-endorsers. We tighten 
up in our lending policies when we see 
a noticeable increase in defaults and 
conversely when the defaults become 
fewer in number we become more 
liberal in extending this type of credit. 
On loans over $1,000 we charge 6 per 
cent simple interest, while smaller 
loans are discounted under the Per- 
sonal Loan Law that permits a dis- 
count of 6 per cent for amounts up 
to $1,000. 

We also finance considerable dealer 
paper such as appliance and furniture, 
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on a 6 per cent interest basis plus a 
50¢ fee for each note where the interest 
return is less than $1.00. 

Our G. I: loans now amount to 
more than $1,000,000. As of July 7th 
these included 170 home loans the 
original amount of which totaled 
$945,748, or an average of about $5,563 
per loan and of these we have only one 
loan having an installment twelve 
days in default. 

Our guaranteed business loans to 
veterans are all made under the 
Veterans Loan Authority set up by the 
State of New Jersey for this purpose. 
These loans carry a 4 per cent rate, a 
tenth of which goes to the state’s 
insurance fund, leaying an effective 
return of 3.6 per cent. The maximum 
legal term for loans is six years, and 
the maximum amount is $3,000. Cur- 
rently we have on the books 136 of 
these loans totaling $264,835 which is 
slightly less than $2,000 each. We 
have four loans, totaling approxi- 
mately $4,500 that were refinanced. 
Payments under the refinancing are 
being cared for properly. Set up to 
our credit by the State is an unused 
reserve of $52,967 to cover potential 
business loan losses, and this should 
certainly be more than ample. 


HERE is some objection by lending 

institutions to the return on G. I. 
loans. However, beyond other and 
perhaps more vital considerations, we 
prefer the income on them to the yield 
from U. S. Government bonds. On 
$1,000,000 invested in governments, 
at a 1.51 per cent average yield, we 
derive $15,100 annually. In compari- 
son, we receive roughly $40,000 in 
interest return from $1,000,000 in 
G. I. loans, with virtually no risk of 
loss. Despite the greater cost of 
handling the loans, we find they are 
still much to be preferred from a net 
profit standpoint, not to mention such 
factors as public and customer rela- 
tions. 

Real estate development is booming 
in this area, and there is a heavy 
demand for mortgage loans. To date 
we have retained the G. I. and FHA 
loans for our own portfolio, but we 
may sell some of the future acquisitions 
and handle the servicing. Our reason 
for this would be because of perhaps 
reaching our mortgage totals per- 
mitted under our banking laws. This 
does not apply to G. I. loans, but there 
will, of course, be a certain limitation 
in respect to those beyond which we 
should not go. 

While we have $428,957.66 in FHA 
mortgage loans, the great bulk of our 
home loans to non-veterans are made 
under our own mortgage loan plan, 
calling for amortization by ten years 
or less and limited in amount to not 
more than 60 per cent of the valuation. 
These now total $2,059,465.42. We 


have been successful in selling this 
latter plan on the basis of service, not 
rate, since we charge 6 per cent on 
these non-insured real estate loans. 
We explain to applicants that we can 
give them a decision in three days 
under our own mortgage loan plan, 
whereas it will require approximately 
three weeks under FHA. We further 
point out that, with the loan amortized 
in 10 years instead of 15 or 20 years, 
it will be paid off sooner and the total 
interest cost will be less. Prepayments 
are permitted without penalty. Even 
some veterans prefer the faster service 
afforded by our loan plan, in lieu of 
financing under the G. I. loan provi- 
sions. Many loan applicants are 
brought to us by real estate agents, to 
whom quick service on credit decisions 
is an important criterion, since a long 
interval may result in lost sales. In 
all the years we have been making 
these 10-year, 60 per cent loans we 
have never had”a single instance of 
foreclosure. 

In regard to automobile financing, 
here again the keynote of our policy is 
flexibility. We make both direct and 
indirect loans, and also work closely 
with insurance agents. We wrote 
each agent in the county a personal 
letter, outlining the plan and welcom- 
ing their co-operation, although we 
do not pay them any commission. It 
was explained that we could take 
applications over the phone, where 
this was indicated. Our automobile 
loan volume is now $235,000, consist- 
ing of $75,000 in direct loans and 
$160,000 in dealer paper. 

Most of our loan promotion is in 


_ the form of direct mail or the “‘word- 


of-mouth” variety, rather than news- 
paper advertising for which local 
facilities are limited. We have just re- 





President Sutton, left, discusses new loa 
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The unusually large staff (56) is trained for loan detail ; even stenographers take personal loan applications 


ceived a list of the 14,000 registered 
car owners in the county, and are now 
circularizing these above-average pros- 
pects with a leaflet describing our 
lending methods and types of loans. 
As usual we will stress service, not 
rates. 

When a proposition on its face 
seems to represent an undue loan risk, 
we always try to work out some plan 
whereby through supplementary col- 
lateral or other means we can grant 
the desired credit. For instance, I 


® 
promotion plans with fellow officers 





mentioned earlier that we have fi- 
nanced a local airfield. This seemed 
like a dubious undertaking for us 
when first broached, but instead of 
turning it down we figured out a plan 
in which we refinanced the individual’s 
home for him at the same time, 
incorporated both credits in a $15,000 
loan. The home is easily worth 
$10,000 to $12,000, so our risk has been 
reduced to a minimum. 


WHEN an individual applies for 
credit we never ask him whether he 
has an account with us. We are inter- 
ested in obtaining every good loan 
that we can, and do not care whether 
the individual is a depositor or not, 
insofar as weighing the credit applica- 
tion is concerned. 

This does not mean that we are not 
also “deposit minded.” As a matter 
of fact, our loan activity in itself 
serves to build up deposits. We now 
have 16,000 accounts, savings and 
commercial. In view of the tremen- 
dous demand for mortgage loans we 
are currently stressing savings de- 
posits. One plan that has been highly 
successful involves the engaging of 
door-to-door solicitors who sell a dime 
bank and a wallet for $4.00 with the 
understanding that the money will be 
refunded by the bank in those in- 
stances where the individual opens a 
savings account and maintains a bal- 
ance of $50 or more for a year. The 
firm of solicitors is not a “high pres- 
sure”’ outfit, and the public reaction as 
well as the results have been excellent. 


We have a uniform system of han- 
dling all types of loans from an operat- 
ing standpoint, payments in each case 
being simultaneously recorded at the 
window on ledger card and passbook. 
These forms are virtually identical for 
the various kinds of loans, except that 
they can readily be differentiated by 
the color of paper stock and ink used. 
Approximately 100 loan payments are 
handled each day at the two note 
payment windows. 

One innovation is that, in conjunc- 
tion with mortgage loans, the note is 
affixed by Scotch tape to the back of 
the ledger card. This note is a dupli- 
cate of the one embodied in the mort- 
gage. The advantage of this arrange- 
ment is that the installment payments 
are endorsed on the ledger card, mak- 
ing it unnecessary to endorse them 
again on the note itself. 

While we follow a liberal lending 
policy, we are conservative in setting 
up loss reserves against potential 
liabilities. We set aside a reserve of 
10 per cent of all discount and interest 
collected other than from FHA and 
Veteran loans and this serves as our 
own insurance fund. On_ personal 
loans, most of which are made without 
collateral or co-makers, we maintain 
a 3314 per cent reserve. As these 
reserves accumulate and the amount 
is considered excessive we make fre- 
quent transfers to Undivided Profits 
Account. 

Corollary to this, we feel that loan 
policy can be more liberal where ade- 

See LOAN MINDED—Page 67 
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Bank Financng 
FARM 


HE principle of mass banking is 

the order of the day and is gaining 

steadily in momentum and accept- 
ance by both bankers and the public. 
Mass banking covers a multitude of 
new services heretofore not considered 
part of general commercial banking 
but useful to the public and very 
properly part of our modern banking 
system. One such service has been an 
accelerated program for financing the 
farmer. Although the farmers’ financ- 
ing problems are many, the acquiring 
of new labor-saving machinery stands 
out as number one because of the prob- 
lem in finding farm labor. Here is how 
our bank is meeting this need in the 
Southeast. 

The financing of farmers, and install- 
ment financing in general, is no new 
venture with our banks. We have 
been operating successfully in this 
field since 1936, and our pre-war vol- 
ume ran into millions of dollars. We 
have long been aware of the fact that 
with the decline of available farm labor 
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of 


MAcHINERY 


By 
PAUL M. WELCH 


Vice-president in charge of Installment Financing, The Citizens & Southern 
National Bank in Georgia 


After intensive study, the writer’s bank has taken 
the good points from various plans and has combined 
them to form a complete “‘package plan of financing’ 


involving the manufacturer, dealer and farmer. 


procedures used are here 


the need for more and more power 
machinery would make itself evident. 
Power machine farming has now been 
proved successful, almost to the point 
of becoming a necessity for profitable 
farm operation. 

The financing of power farm ma- 
chinery is sound. With the use of 


The dealer agreement provides for 


The 
described in useful detail 


reasonable credit investigation and an 
efficient plan properly administered, 
satisfactory net profits can accrue to 
any bank. A review of our own 
experience, supplemented by the ex- 
perience of others covering a period 
of the past thirty years, revealed that 
the percentage of loss on loans to 


reconditioning and resale of equipment by 


the 














GEORGIA 


STATE OF 


COUNTY op_FULTOR _ 


FARM EQUIPMENT DEALER AGREEMENT 





@ 
(d) That the Contract so executed has been properly filed for record or actually recorded within 
the time and in the manner necessary to give priority to Dealer's rights in the Property; 
fe) That when the Property is a motor truck it is covered frum date of delivery by fire, theft, 
special combined additional coverage and collision insurance in some responsible insurance 


company to be apnroved by the Bank; 








THIS AGREEMENT entered into this...28%_____ day of. APRIL -, 194.7, 
between THE CITIZENS AND SOUTHERN_NATIONAL BANK 4 NATIONAL 
Banking Association at. ATLANTA GEORGIA 


~~~ (bereinafter.called the 
“Bank™), Party of the Firs Part, and. BEST TRACTOR COMPS NY 


~-~-Dealer, 
(hereinafter called “Dealer™), Party of the Second Part. 


WITNESSETH 


WHEREAS, the Dealer desires to sell and the Bank is willing to buy Promissory Notes, Conditional 
Sales Contracts, Bills of Sale to Secure Debt, Chattel Mortgages and Like Instruments (individually 
referred to hereafter as the “Contracts,” and collectively as the “Contracts”) arising out of and pertaining 
to the Dealer's sales of and other dealings with Farm Implements, Machinery, Tractors, Motor Trucks, 
Electrical Refrigeration, and other similar equipment (hereafter called “Property™) 

NOW, THEREFORE, the Parties hereto agree that all Purchases of Contracts by the Bank and all 
sales thereof by Dealer shall be governed by the terms and conditions of this Agreement, the ex‘stence 
of which is the inducement to the Bank to make such purchases.” It is further understood that the Bank is 
required to buy from Dealer only such contracts as are acceptable to the Bank 


TERMS AND CONDITIONS 


1. All sales of Contracts shall be without recourse upon the Dealer but this shall not relieve the 
Dealer of the Obligation to repurchase the Property under conditions hereinafter set forth 

2. The Bank may require as a condition precedent to the purchase by it of any Contract that the 
Dealer submit to it the order of the-Dealer's customer for the Property, together with such Customer's 


property statement and accurate and reliable information concerning the credit responsibility of the 
Purchaser 


3. The Dealer warrants 


(a) That every Contract represents a bona fide sale to the Purchaser named therein and is the 
genuine, legally enforceable obligation of the person or persons purporting to be bound 
thereby, free from any set-off or counter-claim of any nature; 

(b) That the Property when so sold was new and unused merchandise, unless otherwise stated 
in the Contract; 

(c) That the Contract has been so executed as to entitle it to record in every instance where the 
recording statutes can be relied upon to give notice to the Dealer's rights in the Property; 








(f) That the terms of payment provided for im the Contracts shall include the charges as shown 
in the Rate Charts provided by the Bank and in effect at the time. Unless otherwise mutually 
agreed upgn, the down payment and terms of sale as recommended by the manutacturer of 
the Property shall be written into Contracts offered to the Bank for purchase hereunder. 


4. At the time of the purchase of any contract the Bank will pay the Dealer 95% of the unpaid 
balance owing thereon, and shall pay the remaining 5% of such unpaid balance into a special fund to be 
known and hereinafter referred to as “Contingent Reserve”. Charges and Credits to this Contingent 
Reserve and the final disposition to be made of funds, if any, therein will be treated of hereafter. The term 
“unpaid balance,” as used in the Agreement shall be taken to mean the difference between the cash selling 
price and the down payment or tradein. 


5. After the Bank shall have purchased any Contract from the Dealer, payments due thereunder 
shall be made directly to the Bank and the Dealer shall in no instance be authorized to receive any such 
payment for the Bank. If, notwithstanding Dealer's lack of authority in the premises, money is paid to 
and received by Dealer as purported payments under any Contract, the Dealer agrees to hold such 
money in trust for the Bank, not commingle it with any of Dealer's funds, and deliver it to the Bank 
without delay. 


6. The Dealer gives and grants to the Bank power and authority to endorse Dealer's name upon 
and collect any checks and like instruments that are received by the Bank payable to Dealer, which checks 
were given as payment under any of the Contracts, and generally Dealer gives and grants the Bank the 
power and authority to sign Dealer's name to or upon any of the Contracts or other documents, when and 
if that shall be necessary to carry out the purposes and intent of the Agreement. Likewise, the Bank may, 
without in any wise affecting Dealer's liabilities and obligations assumed hereunder, after consulting with 
Dealer, renew and extend the time of payment on any of the Contracts, and compromise or adjust claims 
on Contracts or the Property. 


7. The Bank, as owner of the Contract, shall repossess the Property should that become necessary, 
but the Dealer agrees promptly to take physical possession of all property legally repossessed by the Bank 
and move the Property to quarters provided by Dealer and safely keep the Property, without expense to 
the Bank, until finally disposed of according to this Agreement. Thus, having received the Property, as 
agent for the Bank, the Dealer will forthwith cause any needed repairs to be made thereto and shall, in 
general, so recondition the Property as to put it in saleable condition and thereupon Dealer shall proceed 
to re-sell the Property for such price and in such manner as may be agreed upon between the Bank and 
the Dealer. 
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Vice-president PAUL M. WELCH, right, discussing sales and financing prospects with dealer L. J. MOORE 


New types of equipment, stepped-up production, spell an expanding volume of farm machinery loans 





















farmers, for the specific purpose of 
purchasing labor saving machinery, 
remained lower than almost any other 
category. In addition, this type of 
financing further diversifies our normal 
installment loan operations and at- 
tracts to us other secured loans from 
farmers. 





The market for money in this field 
is limited only to the extent of ability 
to provide the proper tools with which 
to work. New and interesting types 
of machinery are now being produced 
for farm consumption. Manufacturing 
facilities have been stepped up to meet 
the pent-up demand with the result 


dealer, with a 5 per cent reserve or hold-back to cover losses 





that we can expect a sizable volume 
of such loans for a number of years 
to come. 

In preparing our post-war program, 
we recognized at the outset that to do 
the proper job it would be necessary 
to set up a complete ‘“‘package plan of 
financing” involving the manufacturer, 














The proceeds of the resale of the repossessed Property, without any deduction whatsoever, shall be 
turned over to the Bank by the Dealer and therefrom the Bank shall reimburse the Dealer for the latter's 
actual out-of-pocket costs and expense incurred in moving, repairing, reconditioning, and reselling the 
Property, but there shall be no payment or allowance for storage charges on the Property between the 
time of repossession and resale. 


After the Dealer shall have been reimbursed as above stated, the Bank shall, out of the monies re- 
maining from the proceeds of the resale, repay itself for all legal expenses, such as attorney's fees, court 


cost and the like, which were incurred in repossessing the Property. 


The balance of the proceeds of resale remaining after making the applications hereinabove provided 
for, shall be applied as a credit upon the Contract related to the repossessed Property. If, after making 
such credit, there shall exist a deficiency under the Contract, the amount of such deficiency shall be charged 
to the Contingent Reserve account herein created, and the Contract shall thereupon become the Property 
of the Dealer. But, if the credit, when applied to the Contract, produces an excess over the amount then 
owing thereunder, the Bank shall, unless it is legally obligated to refund such excess to the obligor under 


the Contract, put such excess as a credit to the Contingent Reserve account. 


Prior to repossession, the Dealer shall have the right to repurchase any note acquired by the Bank 
under this Agreement upon payment of the total amount of such note less unearned finance charges; pro- 
vided, however, that in no case shall the net return to the Bank be less than Five Dollars ($5.00) for each 


note handled. After repossession, repurchase can be made only on approval of the Bank. 


8. The Contingent Reserve account, composed of 5% of the sales price paid by the Bank for each 
Contract, augmented by such credits and depleted by such charges or debits as are provided for herein, 
shall be set up and operated on the basis of successive calendar years, so that after December 31st of each 
year, the Contingent Reserve for that year shall be affected only by those Confracts that were purchased 
by the Bank during that year. Each 6 months, on July Ist and December Ist, until all accounts purchased 
in each calendar year have liquidated, as much of the Contingent Reserve account so set up as exceeds 


% 


-% of the outstanding balances of the contracts purchased during that calendar year shall be paid 









10. If demand shall be made by the Bank upon the Dealer to repurchase the Contracts because of the 
happening of any one or more of the events specified above; and the Dealer fails.or refuses to respond to 
such demand within ten (10) days, then the Bank, without further notice, may proceed to sell the Con- 
tracts at public or private sale, with or without advertisement, upon terms or for cash, singly or as a whole, 











as the Bank in its uncontrolled discretion may elect, and at any such sale the Bank may bid for and pur- 
chase any one or all of the Contracts. The net proceeds of such sale shall be measured against the total of 
the then unpaid balances owing on the Contract, and if the net amount realized from the sale of the Con- 
tract shall be less than the unpaid balances, the deficiency shall be charged to the Contingent Reserve. 
The excess of sales price over unpaid balances shall be credited to the Contingent Reserve. 



































11. This Agreement shall be binding upon and inure to the benefit of the heirs, personal representa- 
tives, successors or assigns of the parties hereto. Either party hereto shall have the right at any time, upon 
written notice, to cancel this Agreement as to future i but such ‘ations shall in no manner 
affect obligations with respect to Contracts purchased prior to the effective date of cancellation. 





IN WITNESS WHEREOF the parties have hereunto set their hands and seals the day and year 
Pap i 


THE CITIZENS AND SOUTHERN.BALLONAL BANK 
(SEAL) 








Dealer 









over to the Dealer: PROVIDED, however, that thereafter, if amounts properly chargeable to the Con- 
tingent Reserve account when so charged thereto exhaust this... % balance, the Dealer, when called { 
upon to do so, will promptly pay to the Bank any debit balance shown thereon, up to, but not exceeding, \ 
the total amount received by the Dealer on the preceding payment dates. If, when all of the Contracts ( 
purchased during any yearly period shall have been fully liquidated, there shall be a credit balance in this i 
account, the amount of this balance shall be paid over to the Dealer. \" 
‘A Oo | 9 2. hewn tse 
¥. Notwithstanding the non-r r greement first above recited or any non-recourse endoreement N 
assignment ¢ Cont Dealer to the bank, the Dealer agrees immediately on ql OR 2 eRe ne ee eS eal 
demand of the Bank to repurchase from it at the full unpaid balance owing thereon any Contract thereto- )) 
fore purchased by the Bank if (a) the Contract is found not to have been good, collectible and enforceable 


when it was received by the Bank, or if (b) at any time 


in connection with the Contract is found to have been false, misleading or unreliable. 


any material information furnished by the Dealer 
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FARM EQUIPMENT PLAN f 
RCHASER’S 
PURCHASERS CONFIDENTIAL STATEMENT aia settee SRSA 
Name John J. Parmer 1. Have you ever had any goods from you?__82 If so, by whom ?. 
Home (Check One . 2. Have you ever taken bankruptcy ?__B® If so, when?. 
Address Route #9 Name and 4 
om a | ‘Address of ous 3. With whom do you bank? & Southern National Bank ay 
> Sad Rent 0 ; Me 
Whit @ Mae 6 Married - Number of a (Business Firms From = ¥ in Credit Purchases! 
; & os 
Age 8 __ | Colored O | Female Single 0 Name Business ‘Address 
ont 
— 1. Saith Feed Store Atlanta, Ga. 
Lown 1 OWE 
Description Amount Te On or For Due Amount 2% Quality Department Store Atlante, Ge. , 
Cash on hand s 50.00 C&S Bank! Open s 200,00 3. 
Cash in Bank 300.00 Livestock 
Government Bonds 375.00 Machinery 
Livestock, as follows: Actes See ¢ Se MATCHING PAYMENTS WITH INCOME 
16 | Mu cows 5508.0 —— , ty Jan | Fob | Mar. | April | May | June | Joly | Aug. | Sept. | Oct. | Nov. | Dee. 
6 Other cattle 300.00 cree ae =f > t 
rr 215.09 | ca ae | 
2 Horses _250.00 Taxes 180.00 ; 
mz Males pe Green tacome Hef | | 
Estimated te T 
Farm Machinery, as follows: 2000.00 Taxes _| ey | wom rilcom rtow urLk cows 
| source of taco | ms 
{+ ane |_| oe Se ae 
re tae . Estimated 
a — a ae Gross Income j mo j | 
Trucks 800.00 cas |Real Es } 2000.00 Estimated } | } 
Automobiles 600.00 _ | | | } | | i 
z -*.-X-)- 2m. 08 ree I hereby affirm that the information given above and on ‘reverse side is an accurate statement of my affairs as of this date: 
_Other personal property 1500.00 ae Se Hy BSA 
a Bete 8000.00 pe as re DESCRIPTION OF GOODS TO BE FINANCED Date__4/2 j 
2m Model 22 Best Tractor AQ + 10) ) +4 
TOTAL $17,350.00 TOTAL u 's__. 2,405.00 . se 
“ DESCRIPTION OF REAL ESTATE athlete inh dae 
No. of Acres | County State Section yen Title in Name of Sealer 
—34__|_sre |__Seorgie 18 —2.000,00__| Jone 3. Mammen 
if eer STATEMENT OP TRANSACTION 
DESCRIPTION OF CROPS : Cash frien, tee. tee S25 
YEAR. al = crop # NO. OF ACRES a CROP 4 _NO. oF ACRES | Sele cally Gite a Kh 375.25 ty 
Total Namber of Acres 225 a, fees 120 __}_ Soybeans a 5 
Insured: Yes @ No) Cotton 5 - 4H 1 Spring Wheat Less trade in ab- d _ 315.25 
Banter of foe Coed ae... — . isa = Cash unpaid balance -~ = 
_tene | Peanuts . 25! Pasture Pas a 

















This form provides a simple method of obtaining credit information, and of matching payments with income 


the dealer, and the farmer. Accord- 
ingly, an intensive study was made of 
plans heretofore in effect. The manu- 
facturers met us with open arms, as a 
matter of fact with beckoning ges- 
tures. Many have had their repre- 
sentatives talking with bankers all 
over the country and they have stimu- 
lated the trend toward bank financing 
wherever and whenever possible. They 
wanted to divert the financing of farm 
machinery to banks and to relieve 
themselves of this phase which one 
manufacturer properly described as 
“not our business.””’ They have long 
range expansion programs and need 
their capital funds for such purpose. 
Many helpful suggestions were re- 
ceived and their co-operation can be 
expected wherever banks will attempt 
to perform a reasonable service. In 
our studies, we discovered nothing 
new, nor developed anything very 
startling. We have merely taken what 
we feel are the good points from the 
various plans, revised, fitted them 
together, and presented them as a 
package for the dealers’ use. 

Most manufacturers have, as a 
matter of years of practice, sold their 
products to dealers on a form of con- 
signment, with carry-over provisions 
variable in their contracts as to the 
type of machinery. The dealers, in 
order to merchandise their products in 
a profitable manner, must, of neces- 
sity, carry rather heavy inventories 


during certain periods of the year. 
Our wholesale or floor-plan setup pro- 
vides the farm equipment dealer with 
a simple, prompt, local source of 
credit. It enables him to carry an 
adequate supply of merchandise for 
display purposes as well as additional 
stocks for immediate delivery. Thus 
it is possible for such dealers to avail 
themselves of such cash discounts as 
are offered by the manufacturer. 


UR plan is very simple in its oper- 

ation in that the dealer merely pro- 
vides the bank with his financial state- 
ment and other information necessary 
to establish the line of credit needed. 
Credit having been approved, he then 
notifies his manufacturers or suppliers 
to ship the equipment on order, sight 
draft, bill of lading attached, designat- 
ing our bank as the payee. When the 
draft and equipment arrives, he ar- 
ranges for the payment of the required 
down payment and freight, executes 
the proper wholesale lien instrument 
and note to the bank and receives the 
necessary bill of lading. A trust receipt 
and note form is used, so designed that 
many different articles can be listed on 
one instrument, although we actually 
set them up on our ledger records as 
individual items, so that as the dealer 
sells and retires each unit, it can be 
easily identified. 

The advance for the dealer is 90 per 
cent of the F.O.B. cost, after cash 


and/or any prepayment discounts, less 
the small flat charge made by the bank. 
The flat charge equals 4% per cent of 
the amount of the note for a period of 
90 days and original notes are written 
for this length of time. As equipment 
is sold, the dealer automatically remits 
to the bank the net amount owing on 
each article and the amounts are 
credited to the note until it is liqui- 
dated. In the event that all of the 
equipment is not sold, and liquidation 
in the 90-day period is not possible, 
a renewal of the note is permitted for 
various periods of time, usually at 
60-day intervals, depending on the 
seasonal demands for the type of 
equipment involved. An additional 
flat charge at the rate of 1% per cent 
for each 60 days of renewal is required. 
The rate for this type of loan is 3 per 
cent simple interest. We bill the dealer 
for the interest monthly and he pays 
this interest only for the actual length 
of time the money is used. 

All-risk insurance protection is pro- 
vided out of the flat charges. It pays 
for the dealer’s, as well as the bank’s 
interest, and covers the dealer’s com- 
plete costs of the equipment, including 
freight and handling charges. 

The local credit information facili- 
ties of our banks make it possible for 
the dealer to sell to the farmer and 
make prompt delivery of the equip- 
ment. Here we perform a real serv- 
ice for both. The speed and ease with 
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(Wepirente or Lente: 





















ae 19.961 To Be Used for Farm Equipment Tripeate for Dealer 
KNOW ALL MEN BY THESE PRESENTS, that the um wiersigned grant, — 
gned fur valuable consideration does hereb sell, tranaf: aA, a Contract 
wna deliver unto THE CITIZENS & SOUTHERN N. NATIONAL BARK é Cisy ; 25th. war id “s \ 
5 A ee oa a is an Vee oe The undefsigiied has thie day of ——_..,'1h7__, purchased and received trom _ BEST_ TRACTOR 
To have and to hold on the similar and said « onsideration and chattel to said grantee, its successors and assigns. The under- — — ~ - 








signed ee aaron: said grantee a the undersigned is the lawful owner of said ‘chattel; and that ‘Gaon & are free from all Quadruptice renner 
good sight to sell the same; that —— 
pero sewn hairy any Arye cad, the undersigned will warrant and defend same 


Witness the hand and seal this 10 day of MAY _ Soa roros____ county. (‘gnditional Sales Contract «cress & souruers nanxs 


sin asa The undersigned has this 2StMday of MAX. =, 17 __, purchased and received from BEST TRACTOR ‘| 
By... a —— 1e-08t To Be Used for Parm Boutement 
} 





19-961 To Be Used for Farm Equipment 
































(Wieness) 
f Duplicate Original for Recording 
Trade Name | Model | op wh 
REM: sn me MEME Rng | St Rewoaed Eeecun =" GrorGia, PURO ______counry. Conditional Sales Contract CITWZENS & SOUTHERN BANKS 
| | : ;F 
oS ee ee te 643 | 8965 1895.60 | 805.00 The undersigned has this 258Rday of MAT __, i967 __, purchased and received trom MEST TRACTOR 
+ + 2 ——______ SONPANT eS ee cen) Es ee Sever, the following. described property to be installed or delivered to: 
; (Unarmed tor Baan) 19-961 To Be Used for Farm Equipment Original for Bank 
BILL OF SALE 





KNOW ALL MEN BY THESE PRESENTS, that the undersigned for valuable consideration does hereb: 
y grant, sell, tranafer 
and deliver unto. THB CITIZENS & SOUTHERN NATICNAL BANK 


(grantee) the following Saree: - erchandise 
old i 


} a 
Georora, FULTON. _counry. Conditional Sales Contract CITIZENS & SOUTHERN BANKS 


pean: ~~" zcemaendbeaeapoencans 1967, purchased and received from_BEST TRACTOR 













































































































































































with interest at 6% per 


I (we) or my (our) ber 









ein placed in the hands of 
the greater 





of demand. protest 


and non-payment. 


ies CU Cn COVE amv vwe a 


oF parteer—etate which) 















#m nttormey for collection, to pay 16%) of the amount due 
ation, appreisement and exemption toss, and al! rights and appeal and release on 


(owner, officer 





© have and to he Jar and said consideration and chattel to said grantee, its successors and assigns. The under- 7 COMPANY - Seller, the following described property to be installed or delivered to: 
signed covenants with pep shag Seg Fs undersigned is the lawful owner of said chattel; and that they are free from all ROUTE 3 SLA Baa _____.ANTT: GEORGIA 
wmbrances; that the undersigned has a good right to sell the same; that the undersigned will warrant and defend same Street or RFD. 8 2 aa fete 
against lawful claims and demands of all Net Come 
- Price 
Witness the hand and seal this 10. tg IME oS i ee uty and TRADE NaweE Ne weter Wa Unt Lene 
Cc 
£2 ME CHCWE (Sve ak OPV) ;: BEST TRACTOR 643 8065 ® 1175.25 
(Witness) bas Be = teow ae . OF partner—state ‘ sat 
Trade Ni Factory 
ee i SSI be x: Menber [Daly or | "Petes i hal 
BEST TRACTOR ‘ cr 
" = —|—_TRACTOR _ dan mee CTION | ‘rhe terms are as follows: (1) Until Tota) Note Amount is paid title to Property shall 
BEST Cash hae remain in Seller; (2) Seller makes no warranty and Purchaser accepts delivery under 
_BE Ke _ TRACTOR Payment § 375225 the warranty it any) of the manufacturer re meaalags. 4 Ky in event of default by Purchaser 
. Trade fe pe nae pe hereof, iota on the ee ae of Seller, shall become due 
2S a payable i 7 sare Nghe ig Property without 
———— oo: _ ___ TRACTOR Total Down Payment. §.275025 7 gal gromas nd eany Ge say aie ee ese at de Ree rh nue at 
to be Fi as 700,00 Sa pean ee Feuenn ch et Ree tee may be with: 
pet Be Balance out notice to Purehaser, who shall be liable for any (b) retain the property 
ae a Total Finance Charge 3— 42.00 __| treating all payments theretofore made as rent and liquidated damages the nonful- 
Total Note Amount . § 742,00 fillment of this contract; (¢) cotlect any unpaid belance of Total Note Amount, to- 
I lim is < ee Tae ( ) Monthly Install. of $60.25 gether with reasonable attorney's fees, Time is the essence of this contract, which is 
hiss ets negotiable and payable to Seller or assigns at Citizens & Southern NATIONAL 
Total Loan $2415.00. OR AS PER FO! SCHEDULE | -— a. 
TRUST RECEIPT . No. ‘Amout Dee Executed in Quadruplicate at... ATLANTA , Georgia, 
« 
Received of THE CITIZENS & SOUTHERN NATIONAL BANK ils rT) —-19.47 —_ 
ie entien dibetied — ~~ 213 .T) IN hee WHEREOF, the PARTIES hereunto set their hands and affixed their 
1 (we) herehy acknowledge that enid merchandise is the PROPERTY ot___ THE CITIZENS & SCUTHEAN NATIONAL BANK —_ s 38 ee ee 
st oi int a wes, t0 take and held ¢ dhe same, at may (our) rah 20 to all low of tntury for the perpone of storing A x an (Seal) 
Sete > ASTRA LORCA mem nt sf r SS, 
m; and to pay and discharge all taxes, incumbrances and cistme relative thereto. 18 Geni” : _ 
= “tae tants saci eee other person until after payments at ; ‘| 
he connection this traneaetion, may be applied for reimbursement expense 
en edind te , THE cuTLzaas "AND SOUTWERN NATIONAL BARK” bi nas vacated ' ols r Rams "i , 
event of breach of this said marchandline rr as ns rT} ACCEPTED BY: 
Rie Caley eget 4 on to vary the terme of this trust receipt. i218 rT) BEST TRACTOR COMPANY 
Wiens te hand dont of the deren thin 20 ay gg MAY _ m7 ATLANTA, GEORGIA _ “i anaed i the prseense of “Pa hes Oa L 
5 e ‘ = resend: 
Sei iii e page — Dt essary ene 
(Notary Public) (owner. officer or partner state which) c= 
PROMISSORY NOTE ee. Oa tA GEORGIA 5/25/47 
~ ‘ ec Ree ea aT 
ary 10 a 7 0. Amount bin Git Date 
SS _ See clin 
BRIS SK sD i PoTHe CITIZENS 4 SoU TERN St 
7 ire OF sasigns promine to pay to the onder _SEVEN HUWORES FORTY THO AND 00/160 ~~ pon, 7as.00 
eax tn_12__.. squeal installments of §..60025 each on the 18t+ day 
of 



















Tentll eld wih "athore 
logtatimente hereot shal! immme- 
aew-peyment . 














Dealer trust receipt and note form, and simplified conditional sales agreement in quadruplicate ° 


»which we provide credit approvals for 
our dealers has proved to be one of the 
major reasons they prefer to continue 
doing business with our banks. In 
many cases the users, the farmers, are 
already known to us, which makes it 
possible to give immediate credit 
approvals. In almost every instance 
an answer is given within a few hours, 
and in others whenever possible, the 
same day. 

To assist in rendering an efficient 
credit service and to arrange properly 
the repayment of the unpaid balance 
owing by the user on the equipment, 
we provide a Purchaser’s Confidential 
Statement form. In addition to pro- 
viding a simple method of obtaining 
credit information, this form is geared 
to the theory of matching payments 
with income. 

Terms may be arranged on regular 
monthly payments or spaced to match 
the buyer’s flow of income up to a 
maximum of 24 months, or over a two- 
season period. 


Down payments are required to 
establish a good buyer’s equity in the 
equipment and vary with the type of 
equipment purchased and the terms 
needed, from to 40 per cent of the 
cash selling price. 

A very simple form of Conditional 
Sale Agreement is provided. The 
salability of this form over those previ- 
ously in vogue is easily recognized. 
It is a four-part form providing an 
original for the bank, a duplicate origi- 
nal for recording or filing purposes, a 
triplicate for the dealer’s record and 
a quadruplicate for the purchaser. It 
is sO super-composed that all copies 
can be typed at once, thereby elimi- 
nating the additional work made neces- 
sary by the use of other types of forms. 

The rate of interest to the farmer 
for the purchase of such machinery 
and equipment is 6 per cent per 
annum. Here again simplicity has 
been our theme. The dealer is pro- 
vided with a Simple Interest Table 
which carries practically all informa- 


tion relative to the retail finance plan. 
Examples of various terms are provided 
to aid him in completing a contract, 
whether monthly, seasonal, or stag- 
gered payments are needed. 

We set out in our Mutual Agree- 
ment with the dealer our mutual 
covenants and various liabilities. The 
dealer’s liability in the main, other 
than the normal warranties given in 
the sale of such contracts and equip- 
ment, is to repossess, recondition, and 
resell. Any loss or credit which is the 
result of the repossessing and the 
liquidation of defaulted contracts 
through resale, is cleared through the 
special reserve account set up for each 
dealer and is made up of the original 
5 per cent hold-back on each contract 
purchased. This amount is adjusted 
on a semiannual basis with the dealer 
and becomes a profit to him in excess 
of any losses incurred. In any event, 
his losses are limited to the extent of 
the reserve so set up. This is looked 
See FINANCING FARM MACHINERY—Page 68 
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“auto” banking. In the current 
mechanized age it has captured the 
imagination of the public and presents 
visible evidence that banking has kept 
pace with modern trends. 

The installation of complete auto 
banking at the Exchange National 
Bank in Chicago last year, and the 
current program at the Central Na- 
tional Bank in Chicago, for example, 
has brought these banks thousands of 
dollars of publicity and has emphasized 
their desire to be of maximum service. 

Of course, the great bulk of the 
installations are on a much smaller 
scale, more nearly like the drive-in of 
the Union National Bank, Ventura, 
California, pictured on the cover page. 
Incidentally, one feature of this bank’s 
facility is the “electric eye” device 
which automatically signals a car’s 
approach to the window. Another is 
the pneumatic tube system connected 
with the bookkeeping department, 
which aids in checking balances and 
verifying signatures. 

For the individual bank the matter 
of whether or not it is practical to 
install a drive-in facility is essentially 
one that can be determined only by 
the bank itself. The success or failure 
of similar installations may have no 
bearing on that of your bank. 
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A Practical View 


of Auto BaNnKING 


ERHAPS no banking innovation 
in recent years has created as 
much interest as “drive-in” or 


By 


- ROBERT L. SCHUTT 


Vice-president, A. A. Henkel & Associates, Inc., Chicago, Illinois 








The purpose of this article is to help the individual 


bank . . . through an analysis of the various factors to 


be considered . . . to decide whether it is feasible and 


desirable to install drive-in or parking facilities, 


based on its own situation rather than that of others 


Primarily theconsiderationsare these: 

1. What is the publicity value of an 
installation? As a means of demon- 
strating the bank’s service to cus- 
tomers will it have a practical worth? 

2. Is it economically practicable? 
Does the present structure of the bank 
make an installation feasible? Would 
the installation of a window add costs 
to bank operation or could it be han- 
died with little additional expense? 

3. Is your trade the type that would 
logically have use for such a facility? 
What percentage of your customers 
walk to the bank; how many drive 
from their homes or places of business? 
Can any substantial increase in new 
accounts be anticipated from indi- 


Another elaborate drive-in facility. 


Alternative possibilities where drive-ins are not feasible 


Merchandise National Bank, Chicago, pro- 
vides curb parking and sidewalk window 
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Tellers’ islands can serve 10 cars simulta 


Pedestrian window, The First National Bank 
and Trust Company, Tulsa, Oklahoma 
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Upper level, reached by ramp, can accommodate up fo 100 vehicles 


viduals and firms who now bank else- 
where because it is more convenient? 
4. For banks that have or are con- 
templating both a parking and drive-in 
facility a further problem is involved. 
Is it more desirable to use space for a 
drive-in or to accommodate an addi- 
tional number of parked automobiles ? 
This also assumes a decision as to 
whether it is more-desirable to provide 
complete window service at the drive- 
in or only to provide a deposit facility. 
The latter, of course, permits the 
accommodation of a larger number of 
customers per hour, while the former 
has the advantage of serving a much 
greater variety of needs. 
Establishment of a parking lot in 


connection with the bank presents a 
few basic problems: Should it be fee 
or free? Should there be a time 
limit? What should be done with the 
lot after hours? Will it be restricted 
in that employees may not use it? 
Now suppose we examine in more 
detail the foregoing factors which 
should be considered before reaching a 
decision on drive-in banking facilities. 


Publicity and Service 


To ascribe a dollars and cents value 
to publicity is an almost impossible 
task. Undoubtedly, the first bank to 
announce a drive-in service for cus- 
tomers in the community gains the 
greatest in this respect. By the time 


the second and third installations are 
made the newness of the feature has 
worn off to a considerable extent and 
it must be considered primarily on its 
merit as a service and as a competitive 
necessity. 

To the housewife handling the family 
finances banking can be a rather bur- 
densome chore —particularly if she is 
obliged to stand in a line of any 
length and exercise a certain restrain- 
ing influence on junior and the baby 
at the same time. Similarly the mer- 
chant a half dozen blocks down the 
street who wants to keep at an absolute 
minimum his banking time, will appre- 
ciate the advantage of being able to 
jump in his car, drive over to the bank, 
transact his business, and get back 
to the store in probably less time than 
it formerly took him just to find a 
parking spot near the bank. 

According to a number of time 
studies that have been taken it is 
possible for a drive-in window, accept- 
ing deposits only, to service customers 
on an average of one every 3 to 5 
minutes —just slightly longer than that 
of a normal window because of the 
added time required for the vehicle 
moving in and away from the window. 

Where all window services are pro- 
vided the average time is somewhat 
longer. Cashing of checks requiring 
special : identification, payments on 
notes, or withdrawals tend to lengthen 
this time by an average of a few 
seconds per customer. 

Provision of a special window on 
certain days of the month to accommo- 
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date customers with payrolls or other 
bulky and time-consuming transac- 
tions is also possible. In this case it 
generally is advisable to try to arrangea 
simple schedule with the customer to 
keep his time at a minimum and also 
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avoid any long lines at the drive-in. 
Economics 


Undeniably it is more economical 
from an operational point of view to 
handle transactions through the usual 


* ¢ » 


teller’s window in the lobby. The cost 

of installing a drive-in facility is some- 

what greater than the normal instal- 

lation (the extent, of course, depending 

on the elaborateness of the plan). 
See AUTO BANKING—Page 69 


A ParKING SOLUTION 


Customer usage and enthusiastic comments attest the popularity 
of this bank’s new surface and subterranean parking facilities 


parking is one of the vexing 

problems confronting banking in 
traffic-congested cities today. The 
American National Bank of Denver, 
Colorado, has pioneered in the Rocky 
Mountain empire to provide free 
parking facilities to the banking public 
in downtown Denver. As early as 
1928 it rented a near-by garage for the 
convenience of its customers. The 
popularity of this new service was 
immediate and enthusiastic. Soon it 
became necessary to supplement the 
garage capacity by engaging parking 
space in_an open commercial parking 
lot one block from the bank. 

In 1944 the bank grasped a rare 
opportunity to acquire title to six lots 
adjoining its then-owned four-lot cor- 
ner. At the time of purchase there 


ey and economical 


By 
H. F. FEUCHT 


Trust Officer, The American National Bank 
of Denver, Denver, Colorado 


stood upon this area of 150’ frontage 
by 125’ depth a three-story business 
block. In 1946 the buildings covering 
a 125’ frontage were razed, to give 
place to the “Parking Plaza,” the 
finest surface and subterranean park- 
ing lot in the City of Denver. 

The total parking capacity of the 
Parking Plaza is 150 cars. The base- 
ment, entered by a covered ramp 
adjoining the attendant’s office, is 
brightly lighted and fully heated. The 
attendant’s office affords comfortable 


waiting and rest room facilities. 

Banking customers are allowed forty- 
five minutes free parking upon a sys- 
tem of parking stubs initialed by bank 
officers and employees serving them. 
The bank rents the entire lot to the 
parking lot operator, paying the latter 
ten cents for each customer car parked. 
While Parking Plaza is open to parking 
by the general public, bank customers 
are given priority at peak parking 
periods. 

The popularity of Parking Plaza is 
statistically obvious. Under previous 
facilities, customer-parking averaged 
between 1,000 to 1,200 cars per month 
for the year 1946. With the inaugura- 
tion of Parking Plaza, customer-park- 
ing immediately jumped 300 per cent 
and has consistently increased since. 

See A PARKING SOLUTION—Page 72 


Merchants and city fathers, as well as bank patrons, laud “Parking Plaza” with its 150-car capacity 
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The advertisement re 


‘ produced 
in New York City et nest “P 


peared recenil 
Metropolitan N ews papers, * 











BANK STATEMENT is a special kind of mirror. In it 
you can see reflected the business and private life of 
your community. 


You can see people turning to the bank for backing in 
business opportunities ...for help in ae homes..- 
for aid when spe comes. You % 


hard-earned dollars to the bank 


for safe keeping. 





beac there are other things you 
can see, too. How the bank buys 
bonds and thereby helps finance 
the operations of the Federal Gov- 
ernment, the State, the City! How 
the bank pays taxes! How the 





MONE-Y...at work for you... 


bank helps make it possible for industry to produce the 
goods you want and need! How the bank joins hands 
with other banks all over the world so that people in 
different towns, different states, and different nations 
can trade with one another! 


In the statement below, you see 
reflected the story of our bank 
and our more than 1,000,000 
customers. It is a picture of 
money at work for depositors, 
borrowers, and the community 
as a whole. It is the pict ure of a 
robust, thriving service insti- 
tution ready to serve you at all 
times whether your needs be 
great or small. 

Yi , oe 


PRESIDENT 








DIRECTORS 





CONDENSED STATEMENT OF 


RESOURCES 
Cash and Due from Banks 


U. S. Government Securities . . 
U. S. Government Insured F. H. A. . Mortgages. 


CONDITION 


as at close of business June 30, 1947 


. $ 536,619,548.88 


EDWIN M. ALLEN 
New York City 

EDWIN J. BEINEC KE 
Chairman, The Sperry & 
Hutchinson Co. 

EDGAR S. BLOOM 
Chairman, Atlantic, Gulf and 
West Indies Steamship Lines 

ALVIN G. BRUSH 

3,370,433.23 Chairman, American Home 


1,175,263,724.35 








State and Municipal Bonds . ; 32,537,853.19 Products Corporation 
Stock of Federal Reserve Bank ; 2,475,000.00 ag May nsern 1 Fuller 
Other Securities. . 22,776,782.02 Company 
Loans, Bills Purchased and Bankers’ Acceptances ° 450,415,149.03 CHARLES A. DANA I 
Mortgages . . . St et nae 
Banking Houses. . . ; , 10,159,053.04 Vice-Chairman of the Board 
Other Real Estate Equities . ° 262,100.73 JOHN M. FRANKLIN 
Customers’ Liability for Acce tances . , 5,048,547.08 ‘ De og na Lines Co, 
Accrued Interest and Other Resources . 7,320,901.86 "aaa, Gerli & Co., Inc. 
$2,259,911,590.21 HARVEY D. GIBSON 
President 
FREDERICK GRETSCH 
LIABILITIES President, Lincoln Savings Bank 
‘Gitlin. sawed.) Se gy or 
Sp : s woetd oe b . Sie 5 OSWALD i, JORNSTON | 
ndivided Profits... ... . . 38,798,074.65 121,298,074.65 impson er rtlett 
———— y) ‘ a N 
Reserve for Contingencies . . Wha 9,837,867.75 pe ares ‘Geseel Beocnk 
Reserves for Taxes, Unearned Discount, Interest, etc.. 8,124,818.56 Company of America 
Dividend Payable July 1,1947 .......:... 1,237,500.06 a ee 
Labiny wader ooh Bt > 6,243,971,68 Tegtmeyer, Inc. 
Liability as Endorser on Acceptances and Foreign Bills. 166,664.00 JOHN T. MADDEN : 
Deposits. . . Sd ete 9 we 6 We ig en President, Emigrant tndustrial 





$2,259,911,590.21 


United States Government and other securities carried at $38,690,694.95 are pledged 
to secure U. S. Government War Loan Deposits of $10,635,413.73 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 




















Manufacturers Trust Company 


Head Office: 55 Broad Street, New York 15, N: Y. 
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Member Federal Deposit Insurance Corporation 


Savings Bank 
JOHN P. MAGUIRE 


President, John P. Maguire & Co., Inc. 


C. R. PALMER 


President, Cluett Peabody & Co., Inc. 


GEORGE J. PATTERSON 
President, Scranton & 
Lehigh Coal Co. 

HAROLD C. RICHARD 
New York City 

HAROLD V. SMITH 

President, Home Insurance Co. 

ERNEST STAUFFEN 
Chairman, Trust Committee 

GUY W. VAUGHAN 
President, Curtiss-Wright 
Corporation 

HENRY C. VON ELM 
Chairman of the Board 

ALBERT N. WILLIAMS 
President, Westinghouse 
Air Brake Company 
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CONTINENTAL ILLINOIS 


NATIONAL BANK 
AND lRUST COMPANY 


OF CHICAGO 





Statement of Condition, June 30, 1947 























: RESOURCES 

ee ee I I INNS on kc acnnccectesceevesucess $ 571,561,779.50 
United States Government Obligations.................. 1,316,616,021.75 
eer eee GOPENO, . og cnc cc ccctccccccccewndecces 47,591,813.68 
i eS Fa lic vin bene iaeneent 417,745, 166.60 
Stock in Federal Reserve Bank... ............6.2cscsccees 3,600,000.00 
Customers’ Liability on Acceptances..................... 651,663.59 
Income Accrued but Not Collected....................... 6, 154,480.58 
IN, ccc hshamathe and boned ood aSlou wills « enatint cn 10,350,000.00 

$2,374,270,925.70 

LIABILITIES 

AE EI LAE Tr RE CN Sa api Api ay. da, Om $2,185,408,381.53 
I in tih in sae ieee inn bakes ae Ck x eae ince 651,663.59 
Reserve for Taxes, Interest, and Expenses................ 10,747 ,382.79 
ene ND dk o.. nc weneoscccesccewewsbans 18,110,503.23 
Income Collected but Not Earned.....................0.. 298,930.42 
ovis «« kabne 6ioub whieh bees Dekwebacsohaueuber 60,000,000.00 
tS i a ts tie ek ea 60,000,000.00 
UNS <'0.nc cole Secdeces beetudek vabadabheese ces 39,054,064. 14 

$2,374,270,925.70 








United States Government obligations and other securities carried at 
$339,701 ,900.08 are pledged to secure public and trust deposits and for 
other purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 
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RFC Retained, Restricted 


President Truman has signed:a bill 
extending the life of the Reconstruc- 
tion Finance Corporation, the govern- 
ment’s multi-billion dollar agency, for 
a one-year term. The act which the 
President signed limits the agency’s 
lending power to $2,000,000,000. 

The act which went to the Presi- 
dent’s desk eliminated loans to foreign 
governments and took the RFC out 
of the real estate business. Heretofore 
the RFC rediscounted Federal Hous- 
ing Administration and G. I. mortgage 
loans. 

However, restoration of the RFC’s 
program of buying guaranteed veterans 
home mortgages was sponsored in a 
bill introduced on July 9 by Senator 
Olin D. Johnston. A similar bill by 
Representative Monroe D. Redden 
was introduced earlier in the House. 

On July 9 Representative Jesse P. 
Wolcott, chairman of the House Bank- 
ing and Currency Committee, in a 
speech on the floor of the House 
explaining why the RFC’s authority 
to discount G. I. mortgages should be 
discontinued, contended that this serv- 
ice had been primarily used by the 
mortgage loan companies. 

Through June 30, 1947, RFC pur- 
chases and commitments to purchase 
G. I. mortgages from the mortgage and 
loan companies totaled $86,717,000, 
or 63.6 per cent of the latter’s holdings. 
In contrast, purchases from national 
banks had constituted only 9 per cent 
of their G. I. mortgage holdings; state 
banks, 15.7 per cent; building and loan 
associations, 6.9 per cent; “others,” 
4.8 per cent. 

Mr. Wolcott also pointed out that 
the volume of the RFC’s rediscounting 
operations in G. I. mortgages had 
taken a sharp spurt, especially in May, 
and it was apparently feared that the 
Corporation might become too heavily 
involved in the real estate field. 

The RFC act signed by the Presi- 
dent permits the corporation to: 

1. Purchase the securities and obli- 
gations of any business enterprises and 
make loans to them. 

2. Extend credit to railroads or air 
carriers. only if the Interstate Com- 
merce Commission and the Civil 
Aeronautics Board give their assent. 

3. Make loans to any financial 
institution, but not purchase their 
assets. 

4. Finance public projects under- 
taken by agencies, provided that the 


money is not to be used for ordinary 
government expenses. 

5. Make loans, aggregating not 
more than $25,000,000 at any one 
time, to meet emergencies arising from 
floods and other catastrophes. 

No loan is to be made by the RFC 
if the borrower can obtain credit from 
private sources. 


¢ « 7 


Bank Holding and 
Tobey Bills 


Two important pieces of banking 
legislation —the bank holding company 
bill of 1947 and the Tobey bill to 
repeal Section 13b of the Federal 
Reserve Act and to amend Section 13 
of the act —will not be enacted at this 
session of Congress. 

Both of the bills had been favorably 
reported by the Senate Banking and 
Currency Committee headed by Sena- 
tor Charles W. Tobey. 

The bank holding company bill was 
introduced at the request of the board 
of governors of the Federal Reserve 
System. The bill met the reeommenda- 
tions of the Federal Advisory Council 
and the Association of Reserve City 
Bankers, and bears the endorsement 
of the two independent bankers as- 
sociations, representing more than 
2,300 independent banks throughout 


EWPOINT 


P. GREGORY, Weshington Correspondent 


the country, as well as the majority of 
the major bank holding companies. 

“The need for this legislation is both 
pressing and clear,’ the committee’s 
report said. “The holding company 
device is particularly susceptible to 
abuse in the field of banking, not only 
because it enables the holding com- 
pany to evade traditional limitations 
upon bank expansion but also because 
it can be used to gather under one 
management many different and varied 
enterprises wholly unrelated to the 
conduct of a banking business, which 
the committee feels is inimical to 
sound banking practice.” 

The Tobey bill had two principal 
purposes. In order to carry out a 
recommendation of the President in 
his budget message for 1948, the bill 
would require the return by the Federal 
Reserve Banks of all funds heretofore 
received by them from the Treasury 
in connection with their industrial 
loan operations and would eliminate 
any further claim upon the Treasury 
for any part of the $112,000,000 which 
was appropriated by Congress and is 
now set aside on the books of the 
Treasury for this purpose. 

The other principal purpose of the 
bill is to provide assistance in the 
furnishing of necessary financing to 
business enterprises through partial 
guaranties of, loans made by banks. 











The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





7s the Owner's Equity Protected 7 
o 


The mortgagee’s interest may not be affected but, in these 
days of rising construction costs, amounts of insurance 
should be checked, and increased, if necessary, to cover 
today’s values and the owner’s equity in a property. 
It’s good business to call these facts to the attention of 
the property owners you serve - now! 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
. Montreal 1, Canada 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. I. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 
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BANKS LARGE AND SMALL ACCLAIM 
THIS MODERN, MECHANIZED SERVICE 
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= FIRST NATIONAL BANK 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES 
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Gulfport, Miss.—‘*'Valuable time-savers 
. assistance to the teller in effecting 
balances... 
speeded up." 
GULF NATIONAL BANK 


over-the-counter service 


You're going to be talked about when you install 


tomers will praise your improved service and 
modern methods... the change-over from pass- 
books to printed, registered deposit receipts... 
the time they save and the convenience they gain. 


Tellers will acclaim the speeding up and 
simplification of their work . . . the faster bal- 
ancing with machine-accumulated cash-in and 
cash-out totals .. . the helpful record of transac- 
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Faster, better service for customers—speedier, more accurate accounting 
for banks—with Burroughs Commercial Teller’s Machine 


Burroughs Commercial Teller’s Machines! Cus- 


WHEREVER THERE’S 






tions kept by this great Burroughs machine. 


That’s the kind of talking that does you good! 
Get it started now by asking your nearest 
Burroughs office for a complete report on this 
modern, mechanized service. Let your Burroughs 
representative show you how other banks have 
gained goodwill and favorable publicity ... how 
easily they’ve changed over to mechanized 
service ... how the machine handles all types of 
transactions. Call your Burroughs office today. 


BUSINESS THERE’S 


Burroughs 


& 
Burroughs 





THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 





SHINES ° NATIONWIDE MAINTENANCE SERVICE ° MACHINE SUPPLIES 
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The Birthplace of the Atomic Age 


T the Hanford Project in central Washington, 
the Atomic Age was born. 


This new source of nuclear energy is closely 
adjacent to the tremendous hydro-electric power 
developments of Grand Coulee, Bonneville, and 


many other potential power sources of the extensive 
Columbia River basin. 


In the intensified industrial era the world is 
entering, these concentrations of power will be 
especially important. 


The Seattle-First National Bank, with banking 
offices’ covering the entire State of Washington, is 
closely in touch with the industrial developments 
and opportunities in this region. If you are looking 
toward the Pacific Northwest and wish to have a 
part in its promising future, we will gladly consult 
with you and help you with your plans. 


A quarterly publication of this Bank, 
giving a careful review and digest of 
business and industrial conditions in 
the Pacific Northwest, will be mailed to 
you regularly upon request. 








Member F.D.1.C. Member Federal Reserve System 


SEATTLE-FIRST NATIONAL BANK 


Main Office — Seattle 
Spokane and Eastern Division — Spokane 








The committee unqualifiedly en- 
dorsed both purposes of the Tobey 
bill. The authority to make loans was 
limited to a period of five years. 

“This bill would not place the 
Reserve Banks in competition with the 
private banking system,” the report 
said. 

a Sd eo 


FDIC Controversy 


A proposal to make the Federal 
Deposit Insurance Corporation sub- 
ject to control by the Bureau of the 
Budget has met stiff opposition from 
Senator Vandenberg, as well as from 
Leo T. Crowley, former FDIC chair- 
man. Opposition has also been ex- 
pressed by such organizations as the 
National Association of Mutual Sav- 
ings Banks and the Philadelphia Clear- 
ing House Association. 

The Senate has already approved a 
bill providing for the retirement of 
outstanding capital.stock of the corpo- 
ration in $10,000,000 installments 
whenever its reserve exceeds $1,000,- 
000,000. The bill also authorizes the 
Treasury to lend the FDIC up to 
$3,000,000,000 in an emergency. 

Senator Vandenberg and Repre- 
sentative Walter C. Ploeser have 
clashed over proposals to make the 
FDIC subject to the Bureau of the 
Budget. Ploeser appeared before a 
Senate Appropriations Subcommittee 
championing the rider which would 
put the FDIC under the Corporations 
Control Act. 

The Michigan Senator argued on the 
floor of the Senate that after the FDIC 
pays off its stock it will be free of any 
government capital, and therefore not 
subject to the Corporations Control 
Act. 

“IT submit that experience of the 
past 12 years under the FDIC indi- 
cates the complete necessity for the 
maintenance of its independence,” 
Senator Vandenberg declared. ‘‘When 
the first step has been taken toward 
subordinating the FDIC to political 
administrative control, the first step 
will be taken in tearing down the basis 
of the most essential source of public 
confidence in our public affairs.” 

The National Association of Mutual 
Savings Banks took the position that 
there was no necessity for the rigid 
budgetary control which would be 
imposed upon the corporation under 
the controls act. 

“This able management has gained 
the FDIC the confidence of banks 
participating in the insurance program 
and has greatly contributed to the re- 
establishment of public confidence in 
the banking system,” Major Fred N. 
Oliver, Washington representative of 
the association, told the committee. 

Howard A. Loeb, chairman of the 
Philadelphia Clearing House Associ- 
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A Cub in Size... 
but o BEAR for Work! 


oy 


INTERNATIONAL HARVESTER PRESENTS 


“Fama Cb L 


@ For all operations on farms of 40 crop 
acres or less—and truck gardens. 


@ For special operations on truck farms, 
@ For large farms that need an extra tractor. 


That’s the Farmall Cub, the first tractor in history that’s 
built right and priced right for a great new group of 
tractor owners. 


The Cub is the newest member of the famous FARMALL 
FAMILY. It brings the advantages of the FARMALL* Sys- 
TEM OF FARMING to the small, family farm. 


It’s a Cub in size, but “a BEAR for work.” You get big- 
Farmall quality and design, plus scaled-down, small- 
tractor economy. And there is a full line of matched, 


*Registered trade-mark. 





ONLY International Harvester 
builds FARMALL Tractors. 
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quick-change, easy-to-control implements. 


The smooth-running 4-cylinder engine develops ap- 
proximately 914 h.p. on the belt. It uses considerably 
less than a gallon of gasoline an hour. There’s a com- 
fortable, roomy seat ... ample crop clearance under the 
chassis...and “Culti-Vision” to give a clear, unob- 
structed view of your work. 


More than 3,000,000 farmers working up to 40 acres 
of crop land form the Farmall Cub market. Here are 
countless opportunities for local financing. Get the full 
Cub story from the IH Dealer in your town. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue Chicago 1, Illinois 


f. 0. b. 
factory 


(Equipped as illustrated, slightly higher) 
Attachments and implements extra 


Hear James Melton on “Harvest of Stars” 
Every Sunday. NBC Network. 
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Can your customers AFFORD to leave 
their RECEIVABLES UNINSURED? 


YOU KNOW that a large percentage of your customers’ working 
capital is represented by their accounts receivable. Look at their 
statements. Can they afford to leave their receivables uninsured . . . 
or could a jump in credit losses wipe out their profits? 


SOUND BANKING JUDGMENT tells you that your customers’ 
accounts receivable are important assets al all times . . . subject to 
risk at all times . . . should be protected at all times. Many banks now 
advise customers to carry American Credit Insurance. Some insist on 
this added protection in granting commercial loans . . . dnd the bank 
may now be included as a named assured withoul charge. 


TODAY, CREDIT LOSSES ARE RISING... following the same basic 
pattern that appeared after World War I. No one knows how far the 
present trend will go. It is lime for your customers to give more alten- 
tion to their credits. 


SEND FOR FACTS ON CREDIT LOSS CONTROL. Knowing the facts 
about American Credit Insurance and credit loss control may mean 
the difference between profit and loss for some of your customers. . . 
in the months and years of uncertainty that lie ahead. Write today 
for full information. Address: American Credit Indemnity Company 
of New York, Dept. 49, Baltimore 2, Md. 


GA DGaAktew 
PRESIDENT 
American EDA 
AMERICAN 


Credit Insurance ( Creoit INDEMNITY 


COMPANY 


FNEW Y 


Guarantees Payment 


of Aecounts Receivable 











ation, issued a statement objecting to 
the proposal to place the corporation 
under the Bureau of the Budget. 

Mr. Loeb, who is also chairman of 
the Tradesmens National Bank & 
Trust Company, said: 

“The FDIC has done very con- 
structive work without fear or favor, 
and one devoted entirely to the best 
interests of depositors. Through its 
supervision of banking, it has aided in 
strengthening the banking system, and 
it would be extremely detrimental, 
particularly at this time, to end its 
independent status and place it under 
political control.” 

Mr. Crowley foresaw the danger of 
“political control of bank supervision,” 
with the possibility of the ‘“‘control of 
credit through the medium of. bank 
examining policy,” in the drive to put 
the FDIC under the Bureau of the 
Budget. 

“If the corporation is permitted to 
determine its own expenses for examin- 
ing banks, free from budgetary limita- 
tions, examinations will never be used 
to force the banks to comply with any 
program for socialized credit control.” 

Maple T. Harl, chairman of the 
FDIC, said: 

“If the FDIC is placed under Title I 
of the Government Corporation Con- 
trol Act, it will be required to submit 
annually a budget program of its 
proposed operations for the following 
fiscal year with estimates of its oper- 
ations, estimates of its administrative 
expenses and estimates of its borrow- 
ings. This budget program will have 
to be prepared almost a year in ad- 
vance of the period for which it will be 
operative and will be included in the 
budget sent up to the Congress for 
approval and authorization.” 


° Sd 


Rates on Treasury Bills 


The five-year policy of pegging rates 
on Treasury bills at the 3% per cent 
level was abandoned last month, but 
there has not been any radical change 
in the money market offering rate. 

The Federal Reserve Board an- 
nounced that the “unpegging” on the 
bill rate would go into effect with the 
issue of July 10. New York banking 
quarters indicated that there would be 
little immediate disturbance to the 
money market because of the unpeg- 
ging. 

Government securities experts be- 
lieve that the “‘unpegging”’ will eventu- 
ally lift interest rates in the future, 
contending that the rate has been out 
of line with actualities for some time. 

As an illustration they point to the 
current quotation on one-year Treas- 
ury certificates which have 90 days to 
run. ‘These are selling currently to 
yield .8280, as against the “pegged” 
rate of .375 for bills. 
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The First National Bank 
of Chicago 


Statement of Condition June 30, 1947 


ASSETS 


Cash and Due from Banks, . é . ‘ -$ 465,604,783.45 
United States Obligations—Direct and fully Guaranteed, 

Unpledged, A , ‘: - $680,113,804.24 

Pledged—To Secure Public Deposits and 

Deposits Subject to Federal Court Order, 59,622,500.00 

To Secure Trust Deposits, . ° 47,915 ,000.00 





Under Trust Act of Illinois, . ° 527,600.00 788,178,904.24 
Other Bonds and Securities, . 4 ‘ - 100,209,986.22 
Loans and Discounts, . F é ‘ ‘ ; - 670,182,365.29 


Real Estate (Bank Building), Pape we ee 
Federal Reserve Bank Stock, ‘ 


: 2,945,780.67 
: . 3,750,000.00 





Customers’ Liability Account of Acceptances, . ‘ 1,395,725.69 
Interest Earned, not Collected, . ; : a. ee 4,952,157.22 
Other Assets, ‘ ‘ ‘ ‘ ‘ m ‘ 410,796.55 

$2,037,630,499.33 


LIABILITIES 


Capital Stock, - 7 " ‘ ¥ ‘ : - $60,000,000.00 


Surplus, ; . i ‘ ‘ ‘ ‘ ‘ ‘ 65,000,000.00 
Other Undivided Profits, . . ‘ . ‘ ‘ 3,695,913 .47 
Discount Collected, but not Earned, . . ‘ 1,025,589.20 
Dividends Declared, but Unpaid, . : ‘ " 1,200,000.00 
Reserve for Taxes, etc., : : : : . 6,999,399.71 


Liability Account of Acceptances, A , . . 1,735,407.96 
Time Deposits, . . ° - $ 364,925,148.09 
Demand Deposits, ‘ ° - 1,427,860,557.90 
Deposits of Public Funds, . 105,182,238.96 1,897,967,944.95 
Liabilities other than those above stated, . . , 6,244.04 


$2,037,630,499.33 








MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Board in concurrence with the Treas- 


; ury said that the “pegged” rate had 
P romoting ceased to-be a factor in the money 
y our in tere S ts market, since of the $16,000,000,000 of 


the short-term instruments outstand- 
ing, only about $1,500,000,000 was 
held outside the Reserve System. The 
statement said: 

“The Federal Open Market Com- 
mittee of the Federal Reserve System 
has directed -the Federal Reserve 
Banks to terminate the policy of buy- 
ing all Treasury bills offered to them 
at a fixed rate of % per cent per 
an account from your bank... | AUSTRALIA, NEW ZEALAND, — — to papa repur- 

chase option privilege on Treasury 
would appreciate an a oe a oe bills. The new policy will apply to 
|| | bills issued on or after July 10, 1947. 
|| | Existing policy will continue to apply 
| | to bills issued prior to that date. 


A statement issued by the Reserve 
| 


lg bak 


with $145,000,000 in 















resources, would like to 





handle your cash items for 


you...would welcome 
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Your interests in these countries 


| 

| 

Opportunity to be of service | 
to your customers when | will be best promoted if you 


they come to Los Angeles. | use the comprehensive cor- | “The so-called posted rate with 
BES ‘ Treasury bills was a wartime measure 
| respondent facilities provided adopted in 1942 to facilitate war 
: | through over 650 branches and financing and to stabilize the market 
. for government securities. It was 
| agencies there by— 


& TRUST CO. OF LOS ANGELES designed primarily to encourage banks 


to make fuller use of their excess 


WE HAVE NO BRANCHES 


lum s : 
ee ee | W ne ll A | Shaan of Tasemn bile roach 
Serre Tereye mecerve | NE SOUTH LES “Under current peacetime conditions 
System and Federal Deposit | y these arrangements no longer serve 
: Address enquiries to:— : id ‘ 
Insurance Corporation ac : their original purpose and tend to dis- 
British & Foreign Department gag : 
tort conditions in the money market 
Sydney, Australia 


and the securities market. 

Re “Certificates of indebtedness, which 
bear a higher rate than Treasury bills, 
have largely replaced bills in the 
market, not only as a medium of short- 


Now Available Prompt Deliveries term funds but also as a means by 


which banks adjust their reserve posi- 


tions.” 
STRAVYVER Shortly after the Reserve Board 


made this announcement, it issued its 





























annual statement declaring that it is 

EASY SNAP FILE BOX e ALL STEEL powerless under existing law to control 
“Style C” SLIDING-DRAWER excessive bank credit expansion, except 

Corrugated Paper—Hinged Lid by permitting interest rates to rise to 


150 Stock Sizes STORAG 


eel 


& FILES a point that might demoralize the 
aati Government securities market. 





N effect, the Reserve Board renewed 

a two-year-old appeal for additional 
credit controls, the board asserting 
that a greater degree of flexibility 
would be restored to control of credit 
through the money market by the 
Open Market Committee’s action un- 
pegging the bill rate. 

““As banks become accustomed to 






























& the higher level of short-term rates, 

wee 7 and restricted longer-term issues be- 

come eligible for bank purchase in the 

We guarantee our Transfer Files to please you or no cost to you in the transaction onan a tendency to shift may re- 
... MAIL ORDERS TO “More important, an increase in 

a short-term rates would not prevent 

THE STRAYER COIN BAG COMPANY, New Brighton, Pa. the shifting by banks from holdings of 
Manufacturers of BANK SUPPLIES Since 1914 SerenRERNe SeueiinS So peeves saame 

STEEL AND PAPER COIN TRAYS AND BOXES — or corporate securities, if attractive 
COIN BAGS —LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS — loans or investments were available. 
CURRENCY STRAPS —BANK SPECIALTIES On the basis of such shifts the banking 

system would be in a position to 
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One of a series of advertisements showing the importance to American industry of the underwriting and distribution of investment securities 





























Today the A. E. Staley Manufacturing Company 
is onc of the largest processors of corn products 
in the country. In a new field, soybeans, the 
company has pioneered and become the larg- 
est processor in the world. From a small be- 
ginning in Baltimore in 1898, later moving to 
Decatur, Illinois, in 1909, the record of Staley 
has been one of continued growth. 

This steady expansion has been based on 
good products, careful research and competent 
management assisted by sound financial plan- 
ning. The professional services of Smith, 
Barney & Co. as underwriters and distributors 
of investment securities have been repeatedly 
used to provide the capital for growth and for a 
sound financial structure. 


Westward for corn 


In 1909 Augustus E. Staley went West, like many 
before and after him. He did not seek gold and 
he did not find it. But he did seek corn, the golden 
corn of the fertile mid-West. And in finding it he 
began the development of the A. E. Staley Manu- 
facturing Company on a national scale. Today at 
Decatur the Staley plants, comprising 52 build- 
ings, cover 320 acres and annual sales are over 
one hundred million dollars. 


From corn to a miracle 





industries where it is competing effectively with 
sugar and other sweetening agents. The growth 
of Staley has meant new and better products to 
improve the nation’s living standards and the 
creation of thousands of new jobs. 


The way to leadership 


Growth of A. E. Staley Manufacturing Company 
from a local enterprise to a national one has been 
due to that combination of balanced policies 
which lifts a company to national leadership in 
its industry. In the formulation and execution of 
its financial program Staley has found the ex- 
perience and facilities of Smith, Barney & Co. 

articularly valuable. These services have ranged 
rom underwriting securities to provide funds for 
working capital and for redemption of outstand- 
ing bonds—to distributing large blocks of 
privately-held stocks, bringing to both company 
and security holders the benefits of a wider 
public investment interest. 

The advantages derived from the relationship 
between Staley and Smith, Barney have been 
duplicated often in the history of this firm and its 
antecedent firms; in the future we hope to render 
equally valuable service to others. 


For more of the Staley story 
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Augustus E. Staley knew corn better than most 
men, was alert to its possibilities. He foresaw the 
versatility of corn—versatility developed by re- 
search. Out of this have come many things— 
even the development of a special nutrient for 
increasing the production of the miracle drug, 
penicillin. Today, the original box of corn starch 
is but one of many Staley products. Now manu- 
facturers of candy, powder, ice cream, jellies, 
soap, rayon, paints—tobacco growers, fruit can- 
ners, leather tanners, 1 mills—all use Staley 
products. One such product of research, ‘“‘Sweet- 
ose,” an especially sweet corn syrup, has opened 


up new markets, especially in the food processing = QNE INVESTMENT FIRM THAT CAN MEET ALL INVESTMENT REQUIREMENTS 


To tell you more of the story of this company, we have pre- 
pared a booklet, “An Analysis of the A. E. Staley Manufac- 
turing Company.” A copy may be obtained on request to this 
firm, 14 Wall Street, New York 5, N.Y., Department AN. 


Smith, Barney & Co. 


Members New York Stock Exchange 


Philadelphia NEW YORK Chicago 
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Northern California Area 





SAN FRANCISCO 


Statement of Condition 


AT THE CLOSE OF BUSINESS JUNE 30, 


RESOURCES 


Cash on Hand and in Banks 
U.S. Government Obligations. . . 
Obligations of Other Federal Agencie 
State, County and Municipal Bonds . 
Other Bonds and Securities . 

Stock in Federal Reserve Bank 

Loans and Discounts . Alor 

Bank Premises and Equipment 

Other Real Estate . 


1947 


. $184,545,552.25 


434,519,666.88 
4,895,088.51 
28,944,150.54 
2,414,361.74 
840,000.00 
280,978,424.24 
6,094,688.81 





create reserves and to engage in un- 
controlled credit expansion.” 


* 4 aa 


World Bank Issues 


By the time the August issue of The 
Burroughs Clearing House is off the 
press, the International Bank for 
Reconstruction and Development will 
have successfully floated its first 
issues, which immediately commanded 
a premium when placed on the market. 

The bank is offering $250,000,000 
principal amount of bonds, already 
registered with the Securities and 
Exchange Commission. A total of 
$100,000,000 of the bonds will be 
ten-year 214 per cent bonds, maturing 
July 15, 1957, and the balance will be 
twenty-five-year 3 per cent bonds, 
maturing July 15, 1972. 

The offering will be made through 
securities dealers throughout the coun- 
try. The International Bank will not 
accept subscriptions from investors. 
Bank officials have made it clear that 
the greatest possible number of dealers 
in investment securities will be given 
an opportunity to take part in the 
offering. 

Proceeds of the issues will be used 
in the general lending operations of 
the bank for the purposes specified in 
the Bretton Woods Articles of Agree- 
ment. 

It is expected that a substantial 
part of the ten-year offering of the 
bank will appeal to commercial banks. 
The Comptroller of the Currency has 
already ruled that the issues are eligible 
for investment by commercial banks 
up to a specified percentage of their 
surplus and undivided profits. 

Insurance companies in Ohio must 
wait until after September 8, and in 
California until September 19, before 
placing orders. In Connecticut com- 
mercial banks must wait until Octo- 
ber 1. 








ee SORE Oe a, eC es 1.00 | é' , cue ) 
Customers’ Liability under Letters of Credit and Acceptances. 2, 732,058.03 | In Wisconsin the extent of permissi- 
Accrued Interest Receivable and Other Assets . 4,075,405.37 


TOTAL RESOURCES 


LIABILITIES 


Deposits a ; 
Letters of Credit and Acceptances 
Reserve for Interest, Taxes, Etc. . 





. $950,039,397.37 


. $908,360,780.12 


2,732,058.03 
3,952,396.19 


ble bank subscription is awaiting pre- 
scription by the state banking board 
there. As for Massachusetts, there is 
question as to whether or not insur- 
ance companies have authority to buy 
the debentures under present laws. 
In two 


Other Liabilities 3,224,219.26 1 two states—New Mexico and 
Capital Funds: | Wyoming —the complications of Blue 
Capital Stock | Sky Laws in effect prevent the World 
Preferred. $7,270,100.00 | Bank from making any distribution 
earvevene es through dealers; consequently, inves- 
Sessheb. 4 be: pre tors in these two states would have to 


Undivided Profits .  3,769,943.77 


TOTAL LIABILITIES 


31,769,943.77 


$950,039,397.37 








place orders with out-of-state inter- 
mediaries. 
“Se Se 


U. S. Government and other securities carried at $75,613,035.19 are pledged to secure ‘ 
U. S. Government War Loan Deposits of $1,877,708.05 and other public funds and Cashing Leave Bonds 


. e . ° | 
trust deposits, and for other purposes as required or permitted by law. Congress hes been saked to suthorine 
the Treasury Department to employ 
the services of the nation’s 16,000 com- 
mercial banks and other financial 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 
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CENTRAL HANOVER 


BANK AND TRUST COMPANY 


TRUSTEES 


GEORGE W. DAVISON 

Honorary Chairman 
LOUIS S. CATES 

President, Phelps Dodge Corporation 
COLBY M. CHESTER 

Honorary Chairman 

General Foods Corporation 
JOHN B. CLARK 

President, The Clark Thread Co, 
JARVIS CROMWELL 

President 

William Iselin & Company, Inc, 
BERNARD M. CULVER 

Chairman of the Board 

Continental Insurance Company 


JOHNSTON DE FOREST 
Attorney 


THOMAS DICKSON 
President 
Berlin and Jones Company, Inc. 
WALTER G. DUNNINGTON 


Attorney ; 
Dunnington, Bartholow and Miller 


WILLIAM A. ELDRIDGE 
Vice President 


WILLIAM F. C. EWING 
Vice President and Treasurer 
Alexander Smith and Sons Carpet Co. 
ROBERT L. GERRY 
President, The Gerry Estates, Inc. 


WILLIAM S. GRAY, JR. 
President 


C. JARED INGERSOLL 
Chairman of the Board 


Kansas, Oklahoma and Gulf Railway Co. 


K. T. KELLER 
President, Chrysler Corporation 
GEORGE M. MOFFETT 
Chairman of the Board 
Corn Products Refining Co. 
JOHN K. OLYPHANT, JR. 
Vice President 
BENJAMIN O’SHEA 
Chairman Executive Committee 
Union Carbide and Carbon Corporation 
EUSTIS PAINE 
Chairman of the Board, New York and 
Pennsylvania Co., Inc. 
AUGUSTE G. PRATT 
President 
The Babcock and Wilcox Company 
GWILYM A. PRICE 
President 
Westinghouse Electric Corporation 


LUCIUS F. ROBINSON, JR. 
Attorney 
Robinson, Robinson and Cole 
JOHN P. STEVENS, JR. 
President, J. P. Stevens & Co., Inc. 


HENRY P. TURNBULL 
Montclair, New Jersey 


WILLIAM WOODWARD 
New York, N. Y. 
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NEW YORK 


Statement of Condition, June 30, 1947 


ASSETS 
Cash and Due from Banks . ... . . $ 386,393,239.86 


U. S. Government Securities. . . . . . « 688,952,210.80 


State and Municipal Securities . . . .. . 48,030,972.67 
emer Geen NN SS ak: 6S: Ss 14,648,762.58 
Loans and Bills Purchased. . . . « «© «© «© = ©=©407,570,502.53 
Réal Bétate Mortgages. 0. eS 8 es 5,253,912.61 
FPR aS ee oe ak 12,224,009.00 
ae ae ee ee ee 3 066,808.56 


Customers’ Liability on 
Acceptances Outstanding... ... . 1,946,426.07 





Total $1,568,086,844.68 


LIABILITIES 
Capital i...» ») of .«.© 6 <SahooegeoRe 
Surplas.. 6 bee owt) o RGodepeaabe 


Undivided Profits. . . . . 24,155,236.79 $ 125,155,236.79 





Reserves: 
cS eee ee ee 8,182,761.76 
Dividend: 
Payunle: Puly 1)19a7) 066 Se 6 I ,O50,000.00 
Acceptances ... . . .$ 5,389,225.40 
In Portfolio. . . « «© « 35441,355-04 1,947,870.36 
Peete. 8. ow nt 8 ew 6 ee 





Total $1,568,086,844.68 


There are pledged to secure public monies and to qualify for fiduciary powers 


U. S. Government Securities . ... . «© «© « «© $19,426,814.54 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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FIGURING what your vacation will cost you? If so, 
remember that the amount you plan to spend may 
unfortunately prove to be only a small part of the 
total expense. For instance — 


Any number of serious things may happen while you are 
away. You may be involved in an accident, one of the most 
frequent causes of vacation trouble, and be held financially 
liable. Or you may return to face a law suit for an accident 
that occurred at home during your absence. Suppose your 
home was burglarized or was severely damaged? Any of these 
occurrences could easily take all the joy out of your holiday 
or might wipe out your bank account UNLESS YOU ARE 
PROPERLY INSURED. 


Don’t go fishing for trouble when trouble in terms of 
financial loss can be easily and happily avoided. Cross off 
these possibilities of loss right now! Our FAMILY POLICY 
protects you against loss due to liability for damages and also 
against loss by theft, not only during vacation but throughout 
the year, wherever you or your family may be. Ask our agent or 
your broker about this exceptional protection NOW. 


' 


Affiliate: SURETY FIRE INSURANCE COMPAN 


























. . “Dependable as America” 


In writing to advertisers please mention The Burroughs Clearing House 
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institutions as paying agents for cash- 
ing terminal leave bonds. Enactment 
of legislation for redemption of the 
terminal leave bonds has been assured. 

Public Debt Commissioner Edwin 
L. Kilby testified before a House 
Armed Services Subcommittee that he 
believed that many of the smaller post 
offices would find themselves inade- 
quately equipped to safeguard the 
additional cash funds needed to re- 
deem bonds. 

Mr. Kilby said that about 150 of 
the larger post offices were successfully 
used in 1936 to cash terminal leave 
certificates, but he opposed the use of 
the post offices for cashing terminal 
leave bonds. 

Edward F. Bartelt, Fiscal Assistant 
Secretary of the Treasury, supporting 
Mr. Kilby said: 

“To give the veterans the best 
service the Treasury thinks it would 
be wise to permit utilization of the 
same facilities for the redemption of 
terminal leave bonds as are now being 
used in connection with the redemption 
of savings bonds.” 

The two Treasury officials opposed 
the proposal that the banks be allowed 
to buy the terminal bonds from veter- 
ans and hold them to maturity. This, 
it was contended, would prevent an 
inflationary increase in bank-held short- 
term debt. 

+ a 


Federal Crop Insurance 
Amendment 


The Senate passed and sent to the 
House a bill restricting the Federal 
crop insurance program, but increased 
the corporation’s authorized capital 
by $25,000,000. 

The bill would limit insurance to 
counties where: 

1. Income from insured crops is of 
‘primary importance.” 

2. Failure of insured crops would 
bring ‘‘economic disaster.” 

3. A sound crop insurance program 
can be successfully operated. 

Under the bill, insurance would not 
be written in any county unless 200, 
or one-third of the farms producing 
the commodity in question, applied. 

A floor amendment increased the 
authorized capital stock of the Federal 
Crop Insurance Corporation from 
$100,000,000 to $125,000,000. 

The bill would withdraw wheat and 
flax insurance from counties where the 
crops produce a “minor part’”’ of the 
total agricultural income. 

The measure would sharply curtail 
cotton insurance, putting it on an 
experimental basis and restricting it 
to 56 counties in lieu of the 800 or 900 
counties which could qualify. Tobacco 
and corn insurance would continue on 
an experimental basis but would be 
available to 50 instead of 20 counties. 
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100 BROADWAY 
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CONDENSED STATEMENT OF CONDITION JUNE 30, 1947 


ASSETS 


Cath asd Tie Tet Bis oo. 66 ods ocicek kus cXceeh rene ek eee eee on cedars $170,918,700.88 


United States Government Obligations. ............ccccccccsccccccccccs 261,367,214.37 
Other Bonds and Securities 














Ss ebGbs BUEMCA DUS Gan edls Bk 4 Node eee Bee 22,393,758.63 
Rte RE BT iis 4.4.4 nine VS 65 Kew ak sith otene aed eeskes Sahn eesane 240,574,766.62 
Real Estate Bonds and Mortgages. ..........ccccccccccccccccccccccccccs 76,487.15 
Customers” Liability for Acceptances... oo co.cc cccccccceccccss ccc stiessseie 2,225,308.57 
Interest Receivable and Other Assets... .csccccccsccccccdiccsccsdccctcces 2,088,2 34.04 
$699,644,470.26 
=3 
LIABILITIES 

Capital, ooo ccsisccsscossccccccsccveccssceesccsccucsceee $15,000,000.00 

Surplus. onc cccccccsccecrpeccecveccscccccevessesgeccese 35,000,000.00 
ee Pr 8 860 6 ca Se eT Se cndvensaeevussuneeas 13,574,634.82 $63,574,634.82 
CC ONGT TROON 66.8.5 5.6 4 dike 0 060s h5 464 hee Oak ee Ste ee ee eee 3,694,884.90 
Dividend Payable July 1, 1947... cccccccdsccavvcescetvsdcccswesscsosee 600,000.00 
AOCOPAAMOOES 6 o.0 cis Secdesevcnvvcgeascentsscepesteecenicdes cnteeeccnens ce 2,650,162.25 
Reserve for Tanes and Ocivor Linbilithog c's .. oie soc cvcsacccdccdwctcccteces 4,105,343.49 
TOPOS. . - secocscscesesesedcsdteuss qe teeckivsenstete’ Hepeadebeamuuta -  625,019,444.80 





United States Government obligations carried at $12,694,546.83 in. the above statement are pledged to 


secure United States (Government deposits of $5,791,111.12 and other public and trust deposits and for 
other purposes required by law. 


TRUSTEES 
MALCOLM P. ALDRICH FRANCIS B. DAVIS, Jr. : HOWARD W. MAXWELL 
New York a of _ anne. New York 
GRAHAM H. ANTHONY nited States Rubber Company 
President SAMUEL H. FISHER sag ois ce 
Colt’s Manufacturing Company Litchfield, Conn. 
ARTHUR A. BALLANTINE SETON PORTER 
Root, Ballantine, Harlan WILLIAM HALE HARKNESS President, National Distillers 
Bushby & Palmer , New York Products Corporation 
JOHN E. BIERWIRTH HORACE HAVEMEYER, Jr. ROBERT C. REAM 
President Executive Vice President Peaakibnie 
: The National Sugar Refining Co. A oe 
ALFRED A. COOK. merican Re-Insurance Co. 
Cook. Lehman B. BREWSTER JENNINGS 
Goldmark & Loeb President MORRIS SAYRE 
WILLIAM F. CUTLER etnias ah peat Cone Pondesis Refining Co 
Vice President J. SPENCER LOVE : 
American Brake Shoe Company President CHARLES J. STEWART 
RALPH S. DAMON Burlington Mills Corporation Vice President 
President ADRIAN M. MASSIE VANDERBILT WEBB 
American Airlines, Inc. Vice President New York 


Member of Federal Deposit Insurance Corporation 


























43 





NATIONAL 





THE BURROUGHS CLEARING HOUSE—August, 1947 


OF DETROIT 


DETROIT, MICHIGAN 


Complete Banking and Trust Service 


STATEMENT OF CONDITION, JUNE 30, 1947 











| 
| 
| 


RESOURCES 
Cash on Hand and Due from Other Banks . 


United States Government Securities 
Stock of the Federal Reserve Bank 
Other Securities 
Loans: 
Loans and Discounts . 
Real Estate Mortgages ‘ ; . 
Branch Buildings and Leasehold Improvements . 
Accrued Income Receivable ; . ; : ; 
Customers’ Liability on Acceptances and Letters of Credit 


LIABILITIES 

Deposits: 

Commercial, Bank and Savings . 

United States Government 

Other Public Deposits , 
Accrued Expenses and Taxes Payable . 
Income Collected—Unearned ; ; ‘ j 
Common Stock Dividend No. 26, Payable August 1, 1947 
Acceptances and Letters of Credit 
Reserves . 


Common Capital Funds: 
Common Stock 
Surplus ‘ 
Undivided Profits 


United States Government Securities carried at $64,623,994.73 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $22,744,269.26 of the 
Treasurer-State of Michigan, and for other purposes required by law. 


SRST 





$ 293,188,533.56 
597,683,969.49 
1,455,000.00 
51,239,284.57 


$ 169,775,298.87 
46, 185,518.35 215,960,817.22 
1,397,207.11 
2,826,823.75 
2,629,719.52 
$1,166,381,355.22 














$1,045,018,470.42 
10,052,688.69 
47,150,008.52 $1,102,221,167.63 
1,033,524.82 
813,843.31 
975,000.00 
2,629,719.52 
5,067,452.23 





$ 15,000,000.00 
33,500,000.00 
5, 140,647.71 53,640,647.71 


$1,166,381,355.22 

















DIRECTORS 











HENRY E. BODMAN 
ROBERT J. BOWMAN 
CHARLES T. FISHER 
CHARLES T. FISHER, 
JOHN B. FORD, JR. 


JAMES S. HOLDEN 
JAMES INGLIS 
WILLIAM S. KNUDSEN 
ALVAN MACAULEY 
WALTER S. McLUCAS 
W. DEAN ROBINSON 


JR. 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 








NATE S. SHAPERO | 
R. PERRY SHORTS 
GEORGE A. STAPLES 

R. R. WILLIAMS 

Cc. E. WILSON 
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The PERSONALITY SPOTLIGHT 





New president of the Provident 
Trust Company, Philadelphia, is 
William R. K. Mitchell, formerly 
vice-president, who has been with the 
institution for 34 years. He suc- 
ceeds W. Logan MacCoy, now chair- 
man of the board. 

Mr. Mitchell’s career with Provi- 
dent Trust has been one of steady 
progress. He was appointed assist- 
ant secretary in 1923, assistant treas- 
urer in 1924, treasurer in 1928, and 
vice-president in 1932. 

Mr. MacCoy’s advancement to the 
board chairmanship fills a vacancy 
created by the death of Parker S. 
Williams in 1942. 


S 


A widely known local realtor, 
Henry C. Van Schaack, has been 
named chairman of the board of 
The Denver 
National Bank, 
Denver, Colo- 
rado, succeed- 
ing the late 
James B. Grant. 
Mr. Schaack 
has been a di- 
rector of the 
bank for more 
than 25 years, 
and is also a di- 
rector of many 
other important 
local enterprises. He is a past presi- 
dent of the Denver Chamber of 
Commerce and of the Denver board 
of realtors. 

A newly appointed traveling repre- 
sentative of the bank is George H. 
Alff, whose experience has been in 
the proof, bookkeeping and discount 
departments. 














H. C. VAN SCHAACK 


¢ 


The First National Bank of Mobile 
(Alabama) has advanced E. J. Mc- 
Auley from the position of president 
to board chairman, and _ elected 
H. Austill Pharr, executive vice- 
president, to the presidency. Both 
officers, who represent more than 
50 years of combined banking experi- 
ence in Mobile, will continue active 
in the bank’s management. 

Mr. McAuley joined the bank in 
1919 as a clerk. Moving up the 
ranks he became executive vice- 
president in 1938, and moved up to 
the presidency in 1945 following the 
death of L. LeBaron Lyons. 

Mr. Pharr has been in the banking 
business since he came to Mobile in 
1910. He has been an officer of the 
First National since 1924, and suc- 


ceeded Mr. McAuley as executive 
vice-president when the latter as- 
cended to the presidency two years 
ago. 

7 


New president of the Bay Ridge 
Savings Bank, Brooklyn, New York, 
is David B. 
McVean. For- 
merly executive 
vice-president 
and trustee, he 
succeeds the 
late Robert S. 
Darbee. Mr. 
McVean was 
born in Scot- 
land, and served 
his banking 
apprenticeship 
in Canada with 
the Dominion Bank. He subsequently 
came to the United States and for a 
time was a public accountant and tax 
consultant. In 1934 he joined the 
Westchester County Savings Bank 
of Tarrytown, where he was comp- 
troller until he resigned in 1943 to 
become assistant vice-president of 
the Bay Ridge Savings Bank, which 
has resources of well over $100,000,- 
000. Mr. McVean has been execu- 
tive vice-president since 1944. 


D. B. McVEAN 


Sd 


Plans have been announced for 
the merger of- three banks in West- 
chester County, New York, to form 
an institution with combined re- 
sources in excess of $120,000,000, 
with 18 offices. Under the terms of 
the arrangement, the County Trust 
Co. will acquire the assets of «he 
Washington Irving Trust Co. and 
the Bank of Westchester. 

The new institution will bear the 
County Trust Co. name. It is 
expected that Andrew Wilson, Jr., 
president of that bank, will become 
chairman of the board, and that the 
new president will be Joseph E. 
Hughes, president of the Washing- 
ton Irving Trust Co. It is reported 
that Henry Freund, president of 
the Bank of Westchester, will carry 
out his retirement plans and will 
have no official position in the merged 
institution. 

o 


Thomas H. O’Brien, 78-year-old 
chairman of the board Valley Na- 
tional Bank in Arizona, died un- 
expectedly June 25 in Los Angeles 
while on vacation. Active in Arizona 
banking since the turn of the cen- 
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tury, he was elected a director of the 
Gila Valley Bank, parent of the 
present Valley National Bank, in 
1901, and became a director of the 
Valley National in 1930. In 1940 he 
succeeded Dr. L. D. Ricketts as 
board chairman. 
Mr. O’Brien was also an influen- 
tial figure in Southwestern mining, 
and was vice-president of the In- 
spiration Consolidated Copper Com- 

pany. 
+ 


Headlining a series of promotions 
at the Tradesmens National Bank 
and Trust Company, Philadelphia, 
is the naming of James M. Large, 
vice-president, to the newly created 
position of executive vice-president. 
Other changes are: A. F. Hauck, 
assistant vice-president, to  vice- 
president; Harold Entwisle, Fred 
A. Stocker and George W. Geuder, 
assistant cashiers, to assistant vice- 
presidents; Joseph McDonald, 
credit department manager to as- 
sistant cashier; and Joseph R. 
Roberts, assistant manager of credit 
department, to assistant cashier. 


¢ 


Richard H. West, vice-president 
and director of Irving Trust Com- 
pany, New York City, has been 
elected to the 
newly created 
office of execu- 
tive vice-presi- 
dent. 

He brings to 
his job an ex- 
tremely well- 
rounded back- 
ground. After 
service in the 
First World 
War he re- 
mained in Eu- 
rope for a number of years, being 
first engaged in industrial reorgani- 
zation work and later conducting a 
merchandising business. His first 
assignment after joining the Irving 
staff in 1930 was in handling reorgani- 
zations. Later he successively served 
as head of the Mortgage & Real 
Estate, Personal and Corporate Trust 
Divisions. More recently he has 
been the bank’s senior loaning officer. 








R. H. WEST 


« 


Vice-president Joseph G. Fischer 
has been named first vice-president 
of the Marine Trust Company of 
Buffalo, and vice-presidents Albert 
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‘Other Bonds . 


FOR HIRE= 


Banking Services 


When you need banking service in the Pacific North- 
west, you need The National Bank of Commerce. 


This bank can be of more help to you, because 


—we know business ; 
—we know the Pacific Northwest 
—we know Alaska 

—and because, 


for 58 years, we have proved we know how. 


Wrapped in a single package for banks and bankers 
across the country —and their customers —is sound, 
everyday service which we sincerely believe is BETTER. 
“Routine” collections or special problems—both are han- 
dled with the same personal diligence that we apply to 
our own “at home” business. 


STATEMENT OF CONDITION 
as of June 30, 1947 


RESOURCES 


Cash and Due from Banks $ 94,546,588.57 

U. S. Government Securities, 
Direct and Fully Guaranteed 

Municipal Bonds and other 
Public Securities 


165,448,733.54 





9,720,814.08 $269,716,136.19 
e 5,757,858.17 
85,221,233.15 

300,000.00 


Loans and Discounts 

Federal Reserve Bank Stock 
Banking Houses and ee ‘ 
Other Real Estate . , 


18,244.00 

Interest Earned, not collected . 688,057.67 

Other Resources 23,077.26 
Customers’ Liability under Letters of Credit 

and Acceptances. 5 419,771.52 





$364,040,285.16 


LIABILITIES and CAPITAL 





DEPOSITS 


$343,198,116.87 
Unearned Income 


° . 310,663.86 
Liability under Letters of Credit ‘and 

Acceptances " 419,771.52 
Reserve for Accrued ‘Expenses, ‘Interest and 

Taxes. ee ae 1,297,164.91 
Capital . $ 3, 000, 000. 00 
Surplus. . 7,000,000.00 
Undivided Profits ‘ 3,508,892.20 
Reserves for Contingencies 5,305,675.80 18,814,568.00 








$364,040,285.16 


The National Bank of Commerce 


of Seattle 


27 Convenient, Friendly Offices Serving Progressive Communities 
in the State of Washington 


Member Federal Deposit Insurance Corporation 
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1,895,907.20 | 








L. Sanderson and Francis A. 
Smith have been appointed execu- 
tive assistants to the president, 
Charles H. Diefendorf. 

Mr. Fischer is also a vice-presi- 
dent and treasurer of the Marine 
Midland Corporation. Mr. Sander- 
son, a vice-president since 1943, was 
named vice-president and secretary 
in 1946. Mr. Smith has been vice- 
president in charge of the bank’s 
Business Development Department 
since 1942. 

It is also announced that the 
following vice-presidents in charge 
of departments have been designated 
administrative vice-presidents: Au- 
gust G. Haselbauer in charge of 


Operations; Thomas Keator, In- 
vestment Securities; A. Clinton 
Livingston, Trusts and Estates; 


Albert G. Stroman, Mortgages and 
Real Estate; and Oliver A. Wep- 
pner, in charge of Loans. 

Alva L. Dutton has. been ap- 
pointed vice-president in charge of 
the Main-Seneca office. 

. 


The Federal Reserve Bank of 
Boston has announced the appoint- 
ments of Roy F. Van Amringe as 














R. B. HARVEY 


R. F. VAN AMRINGE 


vice-president and Robert B. Har- 
vey as cashier, the latter filling the 
vacancy occasioned by the recent 
death of John C. Hunter. 

Mr. Amringe, an assistant vice- 
president since 1945, has been with 
the Reserve Bank since 1917, in vari- 
ous capacities connected with the 
Fiscal Agency Department. During 
the last World War, the bank’s serv- 
ices connected with Treasury war 
financing in New England were 
under his direction. 

Mr. Harvey joined the staff in 
1918. He was appointed assistant 
cashier in 1943 and since that time 
has served as personnel director of 
the bank. 


* 


Union Bank & Trust Co. of Los 
Angeles announces the advancement 
of Herman F. Hahn from vice- 
president to executive vice-president, 
the election of Edward H. LeBreton 
as vice-president, the promotion of 
W. C. Neary from cashier to vice- 
president and cashier, and of A. J. 
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Condensed Statement of Condition, June 30, 1947 
RESOURCES 


Cash and Due from Banks . . 


United States Government Obligations 
(Due or callable within 1 year $83,599,361.66 
(Due or callable 1 to 5 years $154,118,616.42) 
State and Municipal Securities 
(Due within 5 years $1,422,171.19) 


- $ 90,814,802.43 
316,709,425.51 


2,909,059.25 


Corporate and Other Securities (Including Detroit Savings Safe 


Deposit Company Stock $100,000) 
(Due within 5 yeurs $8,972,352.32) 


Loans and Discounts Sb warm 
Real Estate Mortgages and Loans 
Federal Reserve Bank Stock 


Bank Properties and Equipment ° 
(Main Office and Thirty-One Branch Offices) 


Accrued Interest and Prepaid Expense . . . 
Customers Liability on Acceptances and Credits 
Other Assets . 9 2 «© «© © © © @ © 6 
wee te ee! ee ce 


12,119,223.32 


53,183,956.56 
32,751,262.93 
356,100.00 
2,440,603.33 


1,667,064.30 

eg 125,512.95 
173,552.67 

- $513,250,563.25 











LIABILITIES 


Commercial Deposits: 
Individuals, Corporations and Others 
U. S. Government 
Other Public Funds 


- $211,756,977.99 


2,018,899.93 


11,351,547.41 225,127,425.33 





Savings Deposits 
Total Deposits 
Unearned Interest _— eiiel 


Accrued Dividends, Expenses and Other 
Liabilities ure a ° 


Acceptances and Letters of Credit 

Preferred Stock (168,500 Shares) 

Common Stock (175,000 Shares) 

EOD: Lis 1 ey oS Da 8S He ee oe 

Preferred Stock Retirement Provision 

Undivided Profits . . . . 

Reserve for Contingencies oan 
SO Sg: Oe ee Se 


268,581,597.88 
493,709,023.21 
478,609.17 





1,180,194.53 

125,512.95 

3,370,000.00 
3,500,000.00 
5,000,000.00 
2,028,288.00 
1,205,481.49 
2,653,453.90 17,757,223.39 
° - $513,250,563.25 











United States Government Securities in the foregoing statement with a par value of 
$8,200,000.00 pledged to secure public and other deposits where required by law, 
including deposits of the State of Michigan amounting to $4,372,656.22. 


Member of Federal 1 / Pe 


posit insurance 


€ orTporation 
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WE INVITE ACCOUNTS FROM BANKS, CORPORATIONS AND 


INDIVIDUALS > SEND US YOUR PACIFIC COAST BUSINESS 


Condensed Statement as of ‘June 30, 1947 











RESOURCES 
NR. 6. 3a. o5 86 oo 0 & ee ete ee $ 93,003,169.64 
United States Government Securities... ........6-- 246,439,607.99* 
Obligations of Other Federal Agencies... $4,864,583.36 
State, County and Municipal Bonds... .. 12,022,490.71 
Other Bonds and Securities ......... 542,290.98 17,429,365.05* 
Stock in Federal Reserve Bank. ............2.2200. 390,000.00 
Ownership of California Trust Company............ 1,475,324.66T 
oe ak 4% 0, 6 0d He HI oO 88,366,654.74 
Bank Premises, Furniture and Fixtures ............. 1,091,492.16 
EE a 1,467,248.92 
Customers’ Liability under Letters of Credit and Acceptances . 1,530,227.07 
EE ee ee ee 218,270.31 
Pt. + '¢ & pa Siniwe a Ronde oe 2 he v6 & & ead $451,411,360.54 
LIABILITIES 

Loa 6 > 0. 00.e & 0 26) $257,802,569.91 

ee eee 163,631,535.00 

United States War Loan Deposit. 1,180,800.61 

Other Public Funds ....... 8,301,399.95 $430,916,305.47 
Reserve for Interest, Taxes and Expenses............ 1,253,813.28 
Unearned Interest Collected... .......0.22020008- 682,299.28 
Letters of Credit and Acceptances. ............24-. 1,626,486.31 
EE oo sy od Se be bow sid 6,500,000.00 
ES a ee 6,500,000.00 
NE OEE... 5 6 oo te 0.0 e © © eran 3,932,456.20 16,932,456.20 
Ed od am & abo Je: 06 wr Sepnecmneseo eS eta ea $451,411,360.54 





*$24,190,238.07 pledged, according to law, to secure Public Funds and Trust Deposits. 
tCalifornia Trust Company —owned by California Bank and devoted exclusively to trust service— 
has Capital of $1,000,000.00, Surplus of $500,000.00 and Undivided Profits of $252,763.66. 


OFFICERS 
FRANK L. KING, President 


Senior Vice President 


ALLAN HANCOCK 


Vice President and Counsel 
CHAS. E. DONNELLY 
Vice Presidents 
W.F.BRANDT ARTHUR T. BRETT C.C.DEPLEDGE W.WAYNE GLOVER 
F.S. HANSON H.E.HUDSON T.E.IVEY,JR. F.M.MAGEE 
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F. HOWARD RUSS,JR. J.A.SHINE A.H.SMITH CLIFFORD TWETER 
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MacLenan to assistant cashier. 

Mr. Hahn became associated with 
Union Bank in 1930 as vice-president, 
and subsequently at different inter- 
vals he has headed up most of the 
bank’s departments. Recently he 
has been active in commercial loan 
operations and has had general super- 
vision of the bank’s investment 
account. . 

* 


National publicity has come to 
John N. Ott, Jr., assistant cashier 
of the First National Bank of Chi- 
cago, for his exploits in the field of 
time-lapse photography. A recent 
issue of Business\Week magazine car- 
ried an extensive story on Mr. Ott’s 
achievements with this hobby, which 
has come to have distinct commercial 
possibilities. 

By photographing the successive 
changes of any slow process, such as 
the blooming of a plant, the time- 
lapse method speeds up the slow 





Mr. Oft and his unusual hobby 


change into visible motion on the 
screen, enabling an audience to see 
an entire life cycle in a few moments. 
An accompanying view shows Mr. 
Ott and some of his equipment. He 
has developed an automatic ‘‘con- 
traption”’ that not only operates the 
camera, lights and daylight shutter 
but also waters the plants and ad- 
justs the camera upward as the 
plants grow taller. 

His work attracted the attention 
of commercial concerns who have 
seen the possibilities of his films for 
advertising purposes, and he has 
formed a corporation, Phototronics, 
Inc. Also he has signed a contract 
to make 36 educational movies. 

Mr. Ott has been working on his 
hobby for the past 20 years, but 
considers his experience as only a 
good beginning, and states that he 
has ‘“‘many ideas to work on in the 
future.’’ He believes that there is a 
great field for research through time- 
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“‘He’s bound to land near a Pennsylvania Company office 





We know you don’t expect to do any banking 
business by parachute. But the point is: wher- 
ever your Philadelphia customers are located, 
there’s a Pennsylvania Company office nearby. 

Our 18 offices cover the city and its suburbs. 
They are always ready to transact business 
for you, or to serve your clients in this area. 

By joining our Correspondent Bank family 
you gain 18 “branch offices” in America’s third 
trading area and you will, in addition, have 
behind you the resources of a big, progressive 
bank and one of the oldest and largest trust 








y77 


companies in the country. You'll get quick 
action from our 24-hour-a-day transit service, 
and check clearances as fast as air mail can 
make them. And, whenever you are in Phila- 
delphia, you can use our facilities, or any of 
our offices as your headquarters. } 


We'd like to have you join our Correspon- 
dent Bank family. We will be happy to tell 
you more about it if you will stop in the next 
time you are in town. Or, if it’s more conve- 
nient, drop us a note at 15th and Chestnut 
Streets, Philadelphia ‘1, Pennsylvania. 


THE 
PENNSYLVANIA 
COMPANY 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM 


for Banking and Trusts 


FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 








lapse photography in biology, botany, 
medicine and other branches where 
the effect of reaction from: various 
treatments is to be studied over a 
period of time. 

= 


Wesley R. Montgomery has been 
named executive vice-president of 
the Bank of Douglas, Arizona, and 
will be connected with the Phoenix 
office of the bank, which also main- 
tains offices in Bisbee and Douglas. 
He fills the vacancy created by the 
recent death of J. B. Crowell. 

Mr. Montgomery has previously 
served in various capacities with the 
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Valley National Bank in Arizona 
since 1923. At the time of his 
resignation he was vice-president in 
charge of commercial loans. 

Sd 


An authority on monetary and 
credit matters, Karl R. Bopp, for- 
merly director of research, has been 
appointed a vice-president of the 
Federal Reserve Bank of Philadel- 
phia, succeeding C. A. Sienkiewicz 
who has become president of the 
Central-Penn National Bank, Phila- 
delphia. 

Mr. Bopp was a consultant at the 
Bretton Woods Conference and served 

















THE NORTHERN 
TRUST COMPANY 


CHICAGO 
Statement of Condition, June 30, 1947 


RESOURCES 


Loans and Discounts........... 


KX de ehtone eee $ 79,603,695.80 
U. S. Government Securities...............eee0- 274,418,441.86 
Other Bonds and Securities. .........ccccccccece 105,999 ,242.11 
Federal Reserve Bank Stock................eeee. 450,000.00 
eo actin ccd is adie wih all meek add Wa aea ee 1,400,000.00 
Customers’ Liability, Account Letters of Credit 
Se NN 5 boc abe ei cucceccnereseewss ons 1,225,273.84 
SP SEs ccececdocecsscentedveceessecess 152,970.00 
Cash and Due from Banks... ...........eseeeee: 143,606,347 .96 
PPOs cb dbcebeebeceseeueee ls weve vvidacvecdven $606,855 971.57 
LIABILITIES 
RE IN cectbeuneeendes kes ces case en leceens $ 3,000,000.00 
Searplus. ..csecee COCFUCCETEC USS Seed e Ne eee eees 12,000,000.00 


Undivided Profits. ............. 


Reserve for Taxes, Interest, etc 


ee eee eee eee een eeee 


Dividend Payable July 1, 1947................006: 135,000.00 
Letters of Credit and Acceptances Outstanding... —1,227,273.84 
SRRUNO ARNE e fia oe 00 8:00 o Hedids Kit lus sew eae siecle 155,156.44 
Deposits: 

Demand. ......cccccccccccee + +$429,260,449.95 

Pp avrenchcunnewe sense ueea 140,022,025.07 

U. S. Government... .ccccces 2,865,471.99 572,147,947.01 
iid cvices hat itneretitndc ane te $606.855,971.57 


United States Government securities carried in the above statement at 
$7,473,593.75 are pledged to secure public and other monies, as required 
by law; and United States Government and other securities carried at 
$517,309.17 are deposited with the State Authorities under the Trust Act. 


Member Federal Deposit Insurance Corporation 





5,469,791 .49 
12,720,802.79 
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as secretary of one of the major com- 
mittees. He has spent some time 
abroad studying central bank organi- 
zation and policies. He joined the 
Philadelphia Reserve Bank in 1941. 


¢ 


John D. Perry has been elected 
a vice-president of the Citizens Na- 
tional Trust & 
Savings Bank of 
Los Angeles. For 
many years he was 
with the Chemical 
Bank & Trust 
Company, New 
York, having been 
in charge of its 
credits and de- 
velopment work in 
the Western area. 
In making bank- 
ing his career, Mr. Perry followed in 
the footsteps of his grandfather, who 
was one of the founders of Mississippi 
Valley Trust Company, St. Louis. 





J. D. PERRY 


¢ 


A. M. McNickle, formerly direc- 
tor of estate planning for the firm of 
Kennedy Sinclaire, Inc., of New 
York, has been elected vice-presi- 
dent of the Fidelity Trust Company, 
Pittsburgh, and will head the bank’s 
estate planning department. 


o 


Bank auditing has remained pre- 
dominately a masculine pursuit, ‘but 
anotableexception 
is Mrs. Margaret 
S. McClure, audi- 
tor of The City 
Bank of Washing- 
ton, Washington, 
D. C. She has 
been elected chair- 
man of the audi- 
tor’s section of the 
District of Colum- 
bia Bankers 
Association, a dis- 
tinction unique in the annals of that 
group and also in the history of the 
National Association of Bank Audi- 
tors and Comptrollers. Mrs. Mc- 
Clure has been with City Bank since 
1939, following 15 years of banking 
experience in Kentucky. She is also 
an active member of the Association 
of Bank Women. 


* 














MRS. McCLURE 


W. Harry Schwarzchild, Jr., 
has been appointed executive vice- 
president of Central National Bank, 
Richmond, Virginia, and as such will 
have general supervision of all de- 
partments in addition to heading the 
investment and lending divisions. 
This officially makes him senior vice- 
president and chief assistant to the 
president, William H. Schwarzchild. 
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ie 
2 Combined Statement of Condition 
$ 
FLORIDA NATIONAL GROUP OF BANKS 
‘. As at the close of business June 30, 1947 
RESOURCES 
Leotintss Cin DR eg $ 62,613,312.39 
Banking House, Furniture & Fixtures 
Ircduchitigy COC Wee os tua 5,245,994.44 
Other Real Estt® Qwitter 188,690.31 
| Perea Berra ie ee es 53,033.35 
“ Other Reectroet 6 2s es a rs Sa 8,605.47 
pi Customers’ Liability A/C Letters of Creciteccccccsscsssscsssusseennee 17,875.00 
Accrued Interest and Income Receivable.$ 1,242,824.96 
a U.S. Government Securities. cece 169,148,805.56 
of Florida County and Municipal Bonda.......... 20,743,813.56 
oa Federal Reserve Bank Stock e-ccccccsscsnee 508,050.00 
y, Oier Securities a 1,591,957.52 
£5 Cash on Hand and Due from Banke.............. 106,793,224.76 300,028,676.36 
$368,156, 187.32 
it LIABILITIES 
et Cie OE tania $ 7,100,000.00 
- emapbiaie ae 3 lie Eb caeendito Nae 12,335,000.00 
g- SPE WC Een i 1,696,517.63 $ 21,131,517.63 
. . Preserve Teor Cerrar raining 1,570,912.78 
e Reserve for Taxes, Interest etc .accinccsseecsctecocccsiarecaccovnssseeessterensseosseton 1,400,051.83 
he Interest & Income Collected, not Earned .inincccccccccscssssscscssssssssssenssseseee 266,869.33 
“3 Dividends Declared not yet Paryabole noe ecccecscsenseunenemenintnenetnenene 5,687.50 
- eg ke eo ee RTE eS 279.00 
he Letters of Copdit ai ea ees tt ee 18,575.00 
"a eR EE ST RCS 343,762,294.25 
ng $368,156, 187.32 
so 
on 
FLORIDA NATIONAL BANK a BO) °11 DY ey PaV hl @)) Pato FLORIDA NATIONAL BANK 
* , reg TRUST COMPANY G R ‘@) U P of BA N 4 S eg — 
ik, FLORIDA BANK & FLORIDA NATIONAL BANK (ey FLORIDA NATIONAL BANK “Faust COMPANY, 
rill TRUST COMPANY at Pensacola = at Key West 
le- vols: aoe eters FLORIDA NATIONAL BANK FLORIDA NATIONAL BANK eS 
= ove Chipley FLORIDA NATIONAL BANK FLORIDA oes BANK FLCHS Sane 
ng MERCHANTS AND at Belle Glade at Coral Gables at Bushne 
: isc SAGAS reepeaame seme, meen earees aes 
ld. 
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New Proved System Provides | 
Effective Advertising Medium 


Here’s an easy way to get your 
customers to use more of your bank- 
ing services. 


Just install the new Fas-Cash System 
of check cashing. Currency is paid 
out in convenient packets securely 
held by’a Fas-Cash band. And each 
band can be imprinted with your own 
advertising message! 


Doubles Check-Cashing Capacity 


The Fas-Cash System enables one 
teller to do the work of two. With 
it you can cash checks in as little as 
five seconds... cash up to 400 checks 
an hour. 


This proved method has helped many 
other banks solve their check-cashing 
problems. It can help your bank, too. 
Send coupon today for complete 
information. 


FREE! 


Send coupon below 
for your free copy 
of illustrated folder. 
Explains how and 
why the _ Fas-Cash 
System will save you 
money. 
























FAS-CASH SYSTEM INCORPORATED 
1356 National Bank Bldg.—Dept. 8-BU 
Detroit 26, Michigan 

ee 


Rush details about the Fas-Cash System, together 
with free illustrated folder. 


I 
| 
| 
| 
| 
| | 
| 
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| 
| 
| 
| 
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we want to improve customer service. 
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City State 
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Another promotion involves How- 
ard E. Gill, assistant vice-president, 
who has been made a vice-president. 

. 


Changes in the official staff of the 
First National Bank, Shreveport, 
Louisiana, are as follows: H. Clin- 
ton Teacle, vice-president, also be- 
comes cashier; H. Kneeland Phelps, 
Jr., cashier, has been made vice- 
president and trust officer. Odell 
Rogers, assistant vice-president, has 
been advanced to vice-president. 
Newly named assistant vice-presi- 
dents are Ira Y. Bicknell, assistant 
cashier, and Leslie A. Cowley, 
manager, agriculture and livestock 
department. : 

Sd 


Effective July 1, 
Furey has 


Vincent E. 
been advanced from 


| assistant vice-president to vice-presi- 


dent of the Corn Exchange National 
Bank and Trust Company, Phila- 
delphia, and B. G. Walton moves 
up from assistant cashier to assistant 
vice-president. 

Si 


J. W. Durrett, in charge of the 
credit department at the Third 
National Bank, Nashville, Tennes- 
see, has}been promoted from assist- 
ant vice-president to vice-president. 

+ 


The Commercial National Bank of 
Peoria (Illinois) 
has placed Robert 
C. Humphrey in 
complete charge of 
the correspondent 
bank division and 
elected him an as- 
sistant cashier. 
Before the war he 
was with the Con- 
tinental Illinois 
National Bank 
and Trust Company of Chicago. 


Herbert E. Widenhofer on July 
21 assumed his new duties as presi- 
dent of the First National Bank, 
Findlay, Ohio. He comes from the 
Wayne (Indiana) National 
Bank, where he was vice-president 











R. C. HUMPHREY 


| handling both administrative work 


and business relations. 
e 
From assistant secretaries, Ed- 


ward C. Muhlhausen and Howard 
R. Pugh have been promoted to 


| assistant vice-presidents by the Em- 


pire Trust Company, New York City. 


. 


Howard B. Smith has resigned 


| as A. B. A. director of research in 


mortgage and real estate finance, to 


In writing to advertisers please mention The Burroughs Clearing House 





become treasurer of the Middletown 
(Connecticut) Savings Bank. Mr. 
Smith joined the A. B. A. staff in 
1945, and previously -was mortgage 
analyst of the Worcester (Massa- 
chusetts) County Institution for Sav- 
ings. 
« 


After having represented Bank of 
America in eastern legal matters for 
13 years, Samuel B. Stewart, Jr., 
has been named vice-president and 
general counsel of the bank and a 
member of its Advisory Council. 


+ 
The accompanying human interest 


scene depicts Thomas C. Boushall 
(center) now in his 26th year as 








In appreciation of faithful service 


president of The Bank of Virginia, 
presenting William Pemberton 
(second from the left) $100 in appre- 
ciation of 25 years of faithful service 
as porter and runner. Looking on 
are L. H. Fairbank (left), vice- 
president with 25 years’ service; 
W. W. McEachern (second from 
right), executive vice-president; and 
Aubrey V. Kidd (right), cashier. 
Joseph E. Spruill has been made 
assistant vice-president in charge of 
advertising and publicity at The 
Bank of Virginia. He was previously 
managing director of the Virginia 
Beach Chamber of Commerce. 


* 


From the National Bank of Hyde 
Park in Chicago comes word that 
Stanley H. Wolff has been moved 
up the ladder from assistant vice- 
president to vice-president, and Ray 
F,. Basten from assistant cashier: to 
cashier. P. E. Crouch, who has 
held the office of vice-president and 
cashier, will continue as vice-presi- 
dent. 

Sf 


His many friends will be glad to 
learn that Leland Crawford, vice- 
president of Fletcher Trust Com- 
pany, Indianapolis, has been elected 
a director. Associated with the bank 
for more than 38 years, Mr. Craw- 
ford has been in charge of accounting 
and personnel for approximately 30 
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years. Heisa former president of the 
Indianapolis Conference of the Na- 
tional Association of Bank Auditors 
and Comptrollers. 


Sd 


S. Edgar Lauther has been named 
executive vice-president of the Irwin- 
Union Trust Company, Columbus, 
Indiana. He joined the bank’s staff 
a year ago, following Army service 
in the finance division. 


° 


Archie W. Mabon, who has been 
manager of the commercial credit 
department since joining The Mer- 
chants National Bank & Trust Com- 
pany of Syracuse (New York) in 
1945, has been promoted from assist- 
ant cashier to assistant vice-presi- 
dent. 

. 


On June 25, Joseph Pulverma- 
cher, president of the Sterling Na- 
tional Bank & Trust Company of 
New York, could look back on a 
banking career of 45 years, beginning 
as a messenger boy. He was a vice- 
president of the Chase National 
Bank from 1921 to 1929, when he 
resigned to head the Sterling Na- 
tional. Under his leadership during 
the past 18 years, the bank has grown 
from a $10 million to a $138 million 
institution. 

o 


W. C. Bruhn, assistant cashier in 
charge of the credit department of 
the First National 
Bank of Chicago, 
has been elected a 
member of the 
board of directors 
of the Chicago 
Association of 
Credit Men. He 
has also been very 
active as a director 
of the Robert 
Morris Associates, 
serving as president of the Chicago 
chapter in 1940-41. 





W. C. BRUHN 


Miss Juliet A. Lerat, secretary of 
The Provident Institution for Sav- 
ings in Jersey City, New Jersey, has 
also been given the title of assistant 
vice-president, along with Lester 
Morris who remains in charge of the 
Lafayette Office, and William E. 
Thomas who also continues as 
auditor. 

oJ 


A promotion in the New Business 
Department of the First National 
Bank in St. Louis involves the ad- 
vancement of Edwin S. Jones from 
assistant cashier to assistant vice- 
president. 





Save 
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@ Brandt Automatic Cashiers 


(COIN PAYING and COIN CHANGING MACHINES) 


@ Brandt Coin Sorting and Counting Machines 
@ Brandt Coin Counting and Packaging Machines 





@ Brandt Coin Storage Trays 


... ALSO... 


@ Brandt Coin Wrappers and Bill Straps 






BRANDT 


COIN HANDLING Seq 
DEVICES SINCE 
1890 BRANDT AUTOMATIC CASHIER CO. 


Watertown, Wisconsin 
Please send complete information regarding BRANDT products listed below: 


(_| Automatic Cashiers 














BANK NAME 
[_] Coin Sorters and Counters 
(_] Coin Counters and Packagers ss 
[_] Motor Driven [_] Hand Operated ADDRESS 
[_] Coin Storage Trays 
(_] Coin Wrappers and Bill Straps City Zone State 


“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office 
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What does an eight ball do 
when it stops rolling ? 





Looks round. 


Cold statistics prove that a surprising number of sound 
business organizations spawn human “eight balls’ who 
stop rolling for the company. They start “looking round” 
for a way to mulct their employers...and if you follow the 
newspapers... you know they succeed too well, too often. 

Moral: Require commercial borrowers to carry ample 
amounts of ‘dishonesty insurance” on their officials and 
employees. 

The F&D agent in your community will be glad to 


show you how this requirement will lessen your lending 
risks. 





FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY AND 
OTHER NEEDED FORMS OF INSURANCE 


Fipevity ann Deposit comPANY 
Baltimore \. Maryland 





WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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CANADIAN BANKING 








By JAMES MONTAGNES 








The Bank of Nova Scotia’s King Edward Hotel branch at Toronto before and after remodeling 


New Bank Building 


Canadian banks, unable to do much 
construction or alteration work during 
the war years, are now catching up on 
new bank building and the expansion 
and remodeling of existing branches. 
Typical of work going on in Canada is 
the program of the Bank of Nova 
Scotia, with branches throughout Can- 
ada, Newfoundland and the West 
Indies. 

Major construction project of the 
Bank of Nova Scotia is a new head 
office skyscraper and office building at 
Toronto, excavation for which is 
expected to be under way this autumn. 
The new building will be one of the 
largest office buildings in the British 
Empire. 

A number of new branch banks are 
also under construction, and some 
have been completed. These are 
located in all parts of Canada. Some 
are contemplated for Newfoundland 
and the West Indies. 

At Black’s Harbour, N. B., a branch 


of the bank was recently opened in 
temporary quarters, while a new build- 
ing is now under construction to fit 
the atmosphere of this fishing village. 

Another example of Bank of Nova 
Scotia building is at Chester, N. S., a 
tourist town on the Atlantic coast, 
where a new branch is being built of 
lighthouse-white painted brick; most 
buildings in such small Atlantic coast 
towns are of frame construction. Blue- 
nose brick, which is manufactured in 
Nova Scotia, is being used. The brick 
has weather resistant qualities suitable 
for use in that section’s damp climate. 

At the other end of Canada, in fast 
growing Vancouver, a new suburban 
branch of the bank has been built at 
North Vancouver. Of simple design, 
with large expanse of window space 
and glass doors, this branch was built 
by local contractors and local labor. 
At this branch, as well as at others 
being built by the bank, fittings are 
supplied by local manufacturers wher- 
ever possible. The North Vancouver 


branch uses fluorescent lighting, and 
the low cages and partition, are of 
fluted glass. Light-wood, linoleum- 
topped sloping counters are being used. 
Flooring is of asphalt tile, and the walls 
and ceiling are finished in a cream tone. 
Remodeling and expansion is being 
done at a number of other branches of 
the Bank of Nova Scotia. In suburban 
Toronto a branch of the bank is being 
doubled in size by utilizing an adjoining 
store. A new front is being built 
across both present bank and addition. 
The front has a central entrance, 
flanked on each side by window frames 
which are nearly one and a half stories 
high. These tall windows will have 
drapes, and will give the impression 
of height to this residential branch. 
Also at Toronto, the Bank of Nova 
Scotia’s downtown branch at the 
King Edward Hotel has been re- 
modeled. It has glass doors opening 
on the hotel lobby, recessed lighting, 
new pillars, new light-colored mahog- 
any sloping counters with linoleum 


Typical of the new suburban quarters of the Bank of Nova Scotia is this one at North Vancouver 
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top, acoustically treated ceiling, and 
fluted glass tellers’ wickets. The floors 
are covered with terra-cotta linoleum, 
with white stripes dividing it to 


give an effect of greater expanse. 


Canadian banks, is finding difficulty 
in obtaining contractors, labor and 


The Bank of Nova Scotia, like other 








9 Varieties 
Canada is a vacationland of infinite 
variety... nine separate provinces, 
each with its own attractions. 
Come to Canada this year... meet 
your northern neighbours, and 
learn at first hand what Canada 
offers as a market, source of supply 
and area for business expansion. 


Call on The Royal Bank of Canada 
for information and assistance in 








serving your customers in the 
Dominion. Over 600 branches 
from coast to coast. 


BE HEAD OFFICE — MONTREAL 


in fis ‘a New York Agency = 


68 William St., New York 5, N. Y. 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 











Re. CANADA 


Thorough knowledge of taxes, duties, and 
procedure in Canada, such as we possess, 
is extremely useful to American business 
men who intend to establish plants, 


branches or agencies throughout the 
Dominion. 


We will give your enquiries our best attention. 


™ BANKeTORONTO 


Incorporated 1855 
HEAD OFFICE - TORONTO, CANADA 


BRANCHES AND AGENTS THROUGHOUT CANADA 
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material to undertake the jobs that must 
be done at approximately 300 branches. 
5 Sd © 


Personal News 


Edwin Crockett, 70, executive vice- 
president of the Bank of Nova Scotia, 
died at Toronto on July 8 after a 
lengthy illness. He entered the bank 
in 1898 as a junior at Charlottetown, 
P. E. I., and rose through various posts 
to executive vice-president in 1945. 

Arthur C. Jensen has been 
appointed an assistant general manager 
of the Bank of 
Montreal, with 
headquarters at 
Montreal. He suc- 
ceeds R. J. Wil- 
liams, who died re- 
cently. Mr. Jensen 
has been with the 
bank’s securities 
department, was 
assistant manager 
of that department, 
and for the past 
four years has been superintendent 
at the head office of the bank. 

Ernest E. Rutherford has _ been 
appointed manager of the Montreal 
main branch of the bank, and H. G. 
Soward has been appointed secretary 
of the Chartered Trust and Executor 
Company, Toronto. 


A. C. JENSEN 





H. G. SOWARD 


R. J. HALLAWELL 


R. J. Hallawell has been appointed 
treasurer of the Chartered Trust and 
Executor Company, Toronto. 

Thomas C. Bowen is the new super- 
intendent of the Quebec, Maritimes 
and Newfoundland district. 

Reginald E. Knight, who recently 
retired as superintendent of the foreign 
department of the 
Bank of Montreal, 
has been made an 
honorary life mem- 
ber of the Bankers’ 
Association for For- 
eign Trade. He is 
the first Canadian 
banker to receive 
this honor. He had 
been with the Bank 
of Montreal’s for- 
eign department 
for a quarter century before retiring 
and took part in the fifth National 
Foreign Trade Conference of the 
Canadian Chamber of Commerce. 


R. E. KNIGHT 
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THE BOOKLET COUNTER 
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New Booklets 


Mid-Year Survey of Municipal 
Bond Market ... Many financial 
officers welcome each semiannual issue 
of this survey, published by one of the 
large underwriting firms. This issue 
is a complete recount of the unusual 
activity in the bond markets during 
the first half of 1947, an analysis of 
the factors in the current market and 
something of what is to be expected 
during coming months. 


Government Bond Programs 
for Country Banks . . . Dealing 
with one of the most important assets 
now on banks’ books, the authoritative 
writer of this exceptional booklet 
makes a thorough analysis of the 
government bond situation, the pros- 
pects, and frankly gives his selections 
under the heading, ‘““Which Bonds to 
Own.” 


Business Failures 1915-23, 1938- 
46... This is a graphic charting of 
the effect of both wars on American 
business prosperity. The influence is 
shown in the number of failures, 
amount of liabilities, and average 
liability. Five categories of manu- 
facturing and four of distribution are 
illustrated. Complete tables and ex- 
planatory text are included. First- 
half 1947 figures are also given. 


How to Use a Checking Account 
. « « This small booklet is considered 
by financial advertising men to be an 
outstanding piece of bank-service pro- 
motion. It explains for checking- 
account customers what to do, and 
what not to do, in handling personal 
checks. Other financial advertisers 
and bank officers may find the booklet 
helpful as a pattern for developing 
simple, cogent and clear selling copy. 


Management’s Job in Public 
Relations . . . Written by one of 
banking’s most capable public rela- 
tions men, this booklet emphasizes 
recently-recognized concepts of bank 
and business executives’ public rela- 
tions opportunities. The author out- 
lines personal requirements and tech- 
niques for successful public relations 
activity, along with results to be 
expected. It points out the needs and 
means for more thorough co-operation 
between management and professional 
public relations men. 


Adequate Reserves for Business 
- « e What can be done with earnings 
to assure meeting future losses?” 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





Financial officers should find in this 
booklet an interesting answer to the 
above question, written by the author 
of several popular books on banking 
and finance. One of the unusual 
aspects of the subject covered, by con- 
crete example, is its relation to 
maintenance of steady employment 
and general buying power. 


Your Bank and You... This 
is an extremely comprehensive cus- 
tomer booklet, explaining all phases of 
the publishing bank’s services. Its 48 
pages not only cover all departments 
and services but suggest ways for cus- 
tomers’ most complete use of the serv- 
ices, and explain some of the bank’s 
truly unusual community and state- 
wide activities. The publication might 
be used profitably by bank men as a 
checklist for their own services, for its 
possible suggestions for additional 
bank functions, and as an aid in pre- 
paring oral or written explanations of 
bank activities. 


Regulation by Conference... 
Important to all men in business and 
commerce are the new _ regulatory 
policies of the Federal Trade Commis- 
sion. In this booklet, L. B. Mason, 
Federal Trade Commissioner, explains 
the commissions changed, unprece- 
dented methods prompted by these 
directions from the president: ‘““The 
F. T. C. will increase its effectiveness 
by operating on an industry-wide basis, 
rather than through the slower proce- 
dure of individual complaints. It will 
sponsor industry conferences to locate 
and eliminate unfair trade practices 
through co-operative action.” 


American Economics Report 
. « « This 90-page booklet is a report 
of the year’s work and findings of the 
National Bureau of Economic Re- 
search. It is an extraordinarily thor- 


.and purposes. 


ough digest of the year’s happenings 
in the nation’s business. Especially 
interesting to financial officers is the 
section headed “Banking and Fi- 
nance,” which reports on urban real 
estate, agriculture, corporate bonds, ° 
securities, installment credit, and war 
financing. 


A Business Asset . .. On the 
premise that business stationery is an 
instrument for good public relations, 
this booklet describes and analyzes 
the components of a business letter- 
head from the standpoint of appear- 
ance, workability, permanence and 
cost. 


Still Timely 


How to Read a Financial Re- 
port ... This outstanding booklet 
makes interesting the job of under- 
standing and explaining companies’ 
annual statements of condition and 
their meaning for holders of company 
bonds, preferred and common stock. 


Facts About Home Building 
. - - Along with information on fire- 
places and outdoor living rooms, etc., 
this bank-published promotional book- 
let explains escrows, building loans 
and title policies. 


State and Municipal Bonds... 
Contains valuable information for in- 
vestors concerning the prospective 
supply of state and municipal bonds, 
and of the issues for financing state 
veterans’ bonuses and public works 
construction. 


United States Government 
Obligations . . . A booklet planned 
to help readers visualize such subject 
material as: Yields on U. S. Govern- 
ment securities, analysis of ownership 
of U. S. Government securities held by 
commercial banks and by the Federal 
Reserve Bank. 


What the International Bank 
Means to You ... An analysis of 
the bank’s history, accomplishments 
Gives some insight 
into the bank’s non-political policies 
as compared with those of local bank- 
ing institutions. 


Who’s Who in the Interna- 
tional Bank .. . Brief biographies of 
the men who direct and manage the 
International Bank. Also contains 
organization charts. 
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From standing crop to bales safely 
stowed in the barn, this modern 
method of putting up hay takes only 
2.5 man-hours per ton. Traditional 
handling as loose hay with hayloader, 
pitchfork and slings would take 3.4 
man-hours. Tonnage per man-hour is 
boosted 36 percent, yet this is only 
the minor gain from the Case system 
of haymaking. 

Less exposure to sun saves more of 
carotene, the critical pro-vitamin A. 
Less exposure to dew and less risk 
of rain guard the precious protein, 







soluble carbohydrates and minerals 
from leaching. Loss of leaves by shat- 
tering, from over-curing and re- 
peated handling, is minimized. 
Bright green in color, tempting in 
aroma, such hay earns the name 
“Packaged Pasture.” In extra protein 
alone it often carries a per-acre pre- 
mium equal to several bags of bran. In 
flow of milk and growth of young 
animals it multiplies still further the 
yield from man-hours in the meadow. 
Designed and priced for profitable 
ownership by individual farmers, the 
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Case Sliced-Hay baler is so simple 
that boys can operate it. Like all Case 
machines it is built for ENDUR- 
ANCE, the quality that invites prefer- 
ence for conservative financing. 

Case farm machines and tractors 
are generally bought by the sort of 
farmers who make desirable bank 
customers. Case believes that the 
financing of farm equipment pur- 
chases is business that belongs to the 
local bank. Case encourages farmers 
and dealers to place their financing 
with you. J. I. Case Co., Racine, Wis. 


Paine in Providing 
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By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Non-Consenting Endorser 
Liable 


A Mississippi bank loaned $1,000 
on the borrower’s note dated May 1 
and due fifteen days after that date. 
The bank made the loan only because 
the borrower obtained a satisfactory 
endorser on the note. 

On June 1 the borrower paid the 
bank $100 on principal and accrued 
interest and requested an extension to 
July 1 for the unpaid balance of $900. 
The bank refused to grant an extension 
without the consent of the endorser. 

On June 19 the bank wrote to the 
endorser advising him of the status of 
the note. In its letter to the endorser 
the bank said: 

‘He (the borrower) requested an 
extension to July 1 which we agreed, 
if satisfactory to you, to make. Since 
the extension time agreed upon will 
expire within the next ten days, we 
thought you should know about the 


payment made by him so that you 
could arrange to pay the balance on 
July 1, in accordance with your agree- 
ment with us that you would give us a 
check whenever we requested it. We 
believe it will be to the best interest of 
all concerned if you will take up the 
note on or before July 1.” 

The bank was unable to collect 
amicably from either the borrower or 
the endorser and finally sued the en- 
dorser. At Suit the endorser contended 
that he was discharged of liability on 
the note by reason of the fact that the 
bank had extended the time of pay- 
ment for the principal debtor without 
his, the endorser’s, consent. He urged 
that the letter to him from the bank 
showed that such an extension had 
been granted. 

In support of his contention the 
endorser cited the Uniform Negotiable 
Instruments Law, which provides that 
a person secondarily liable (such as an 


endorser) on a negotiable instrument 
is discharged “By any agreement 
binding upon the holder to extend the 
time of payment, or to postpone the 
holder’s right to enforce the instru- 
ment, unless made with the assent of 
the party secondarily liable, or unless 
the right of recourse against such 
party is expressly reserved.” 

“It is necessary for us to decide 
one precise point only, in order to dis- 
pose of this issue,” declared the Su- 
preme Court of Mississippi. ‘The 
Negotiable Instruments Act provides 
that there must be an agreement of an 
extension of the time of payment of a 
negotiable instrument ‘binding upon 
the holder,’ to which the endorser has 
not assented, in order to discharge an 
endorser from liability thereon. 

“The agreement between the holder 
and the principal debtor which will 
discharge the party secondarily liable 
must be a valid and binding agree- 
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STATEMENT OF CONDITION 


MERCANTILE- COMMERCE 


BANK AND TRUST COMPANY 
Locust-Eighth-St. Charles 
| ST. LOUIS, MISSOURI 


JUNE 30, 1947 


* 


THE RESOURCES 
Cash and Due from Banks-________-__-___- $83,516,709.15 
United States Government Obligations, di- 
rect and guaranteed (incl. $14,531,541.18 























ies isitneadactindeniitiok 149,715,961.85 
Other Bonds and Securities______..._____-- 17,390,601.74 
Demand and Time Loans________________-_- 92,419,148.16 
Stock in Federal Reserve Bank in St. Louis_ 600,000.00 
Real Estate (Company’s Building)_--_-_-_-_-_--_- 2,790,536.40 
Other Real Estate (Bank of Commerce 
SEL 0stuicsccaktgacactiesteniedens 700,000.00 
a ad 78,245.82 
Customers’ Liability on Acceptances and 
ER ES 2,657,523.96 
| ER NE de 224,576.47 
$350,093,303.55 
THE LIABILITIES 
NS END ANNE EE $12,500,000.00 
tt LS LE RAT 7,500,000.00 
EE Se ee ae 4,743,340.20 
Reserve for Dividend Declared __.____-_-- 250,000.00 
Reserve for Interest, Taxes, etc. _..._.____- 1,904,679.23 
0 EEL on 3,369.55 
Bank’s Liability on Acceptances and Letters 
a iste Rincon 2,657,523.96 
EE duidetndocwcsntentdescdbese 258,635.11 
Deposits, Secured: 
U.S. Warloan$ 1,943,305.95 
Other Public 
Funds___.. 5,566,358.82 $ 7,509,664.77 
Other De Hy 
Demand ___.. $255,008, 196.15 
Savings_.... 56,736,645.72 
es 1,021,248.86 $312,766,090.73 $320,275,755.50 
$350,093,303.55 
* All securities pledged are to the U. S. Government or its Agents, State of 
Missouri and the City of St. Louis, to secure deposit and fiduciary obligations. 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





























CABLE ADDRESS PANABANK 





Complete international and domestic banking facilities with 
correspondents in principal cities in Latin America. 


A foreign department with bilinguist personnel. 
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MIAMI 30, FLORIDA 


MEMBER FEDERAL RESERVE SYSTEM 
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In writing to advertisers please mention The Burroughs Clearing House 


ment, and one which presents a legal 
obstacle for the time to the prosecu- 
tion of an action upon the original 
instrument. The extension must be 
for a definite and certain time, and it 
must postpone the right to pay as 
well as the right to demand or enforce 
payment. 

“The bank here refused to grant to 
the principal debtor the requested 
extension of time for payment of the 
balance due on the note, unless the 
endorser assented thereto. Hence the 
bank never was bound not to sue and 
the endorser was not discharged from 
liability as endorser of the note on 
which this action was brought.” 

Judgment in favor of the bank was 
affirmed. (Barnett vs. First National 
Bank, 29 Southern Reporter, Second 
Series, 922.) 


Sd 4 ¢ 


Bank’s Liability for Fraudulent 
Credit Information 


In a recent case involving the cashier 
of a national bank who had given out 
fraudulent information about the credit 
and account of a corporation in which 
he had a stock interest, a Federal Dis- 
trict Court discussed at some length 
the liability of a national bank for 
damages attributable to its cashier’s 
misrepresentations. 

““A national bank,” said the court, 
“is liable for damages arising out of 
any fraudulent misrepresentation made 
by its cashier while acting within the 
scope of his employment or within 
the apparent scope of his employment. 

“When, in answer to inquiries ad- 
dressed to the bank apparently at the 
suggestion of a customer, the cashier 
makes fraudulent misrepresentations 
as to the status of a customer’s account 
and the credit that had been granted, 
the cashier is acting within the scope 
of his authority. This general rule 
applies even when the misrepresenta- 
tion was made for the personal benefit 
of the cashier and without the knowl- 
edge of the bank. 

“There are certain functions which 
by long and universal usage have 
come to be recognized as belonging to 
the office of cashier. They are de- 
clared to be inherent in the office or 
position as a matter of law and, unless 
restricted or enlarged, they, and they 
only, can be performed by him by 
virtue of his appointment. 

“The practice of cashiers in making 
statements as to a customer’s account 
to third persons referred to them for 
credit purposes by the customer is so 
well established that it has become a 
function belonging to the office of 
cashier. Statements of that nature 
would seem to be within the actual or 
implied authority of the cashier. If 
not, they are at least within the 
apparent scope of his employment. 
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Foon is an excerpt from a letter we re- Rome, in Cairo, Ill. or Cairo, Egypt. 
ceived recently. If you were to glance 
through our correspondence files you'd 
find many unasked-for statements substan- 
tially like it. 


You can be confident that they will up- 
hold the bank’s reputation for the best 
possible service. 


Newspaper mats, counter cards, blotters 

It’s one of many good reasons why we and literature are now available to assist 
can say American Express Travelers the profitable promotion of your Travelers 
Cheques are the “most widely known, Cheque business. 


bd 9? 
most readily accepted” travel funds. Write W. H. Stetser, Vice President, 


When you recommend American Ex- American Express Company, 65 Broad- 
press Travelers Cheques you can be confi- way, New York 6, N. Y. for folder illus- 
dent that clients will be able to use them _ trating this material, and for any further 
when they want to—whether in Nome or information you may want. 
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STATEMENT OF CONDITION 


JUNE 30, 1947 


RESOURCES 


Cash and Due from Banks . 
U. S. Government Bonds 


$ 44,166,690.95 
- 85,524,041.00 








Other Bonds and Securities . . §,844,212.33 
Loans and Discounts . . 88,853,055.40 
Bank Buildings 588,891.12 
Furniture and Fixtures 296,593.77 
Other Real Estate Owned . 14.00 
Interest Earned, not Due 952,590.84 
Customers’ Liability L/C 172,584.28 
Other Resources : 809,471.10 
Total Resources $227 ,208,144.79 
LIABILITIES 
Deposits . : , $215,901,693.51 
Interest Collected, ae Earned . 1,148,698.75 
Letters of Credit 172,584.28 
Preferred Stock 700,000.00 
Common Stock 3,000,000.00 
Surplus . . . 3,500,000.00 
Undivided Profits , 1,021,142.67 
Reserves ew! ty 6 1,764,025.58 
Total Liabilities $227,208,144.79 


HOME OFFICE PHOENIX, ARIZONA 





a Ginancial Institutions 


VALLEY Y NATIONAL BANK 


SAFFORD HAYDEN WICKENBURG PHOENIX TUCSON CASAGRANDE TOLLESON KINGMAN 
PRESCOTT LITCHFIELD PARK AsO) {Gercuv=m> MORENCI MESA CLIFTON DOUGLAS 
re 


MIAMI GLENDALE SUPERIOR COOLIDGE NOGALES WINSLOW WILLCOX GLOBE CHANDLER 


MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 


“The numerous cases holding that 
a cashier acts outside the scope of his 
employment in making representations 
as to the general financial standing of 
a customer or third person do not 
apply where the misrepresentation 
relates to the alleged account of a 
customer and the state of his credit 
with the bank.” 

In the case before it, however, the 
court found in favor of the bank be- 
cause it was not satisfactorily shown 
that the plaintiff’s losses resulted 
proximately from the cashier’s allegedly 
fraudulent misrepresentations. (70 
Federal Supplement 954.) 
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Theft of Payroll Check 


An employee of a packing plant in 
Missouri received a check for his 
week’s pay and on the evening of the 
day following discovered that the 
check, still unendorsed, had been stolen 
either from his pocket or his locker at 
the plant. The following morning he 
notified the manager of the payroll 
department of the plant and was told 
that, if the check had not already been 
cashed, payment would be stopped at 
the bank and a new check issued to 
him after three days. 

However, the bank had cashed the 
check, which was shown to him. It 
bore his forged endorsement followed 
by the genuine endorsement of a 
tavern keeper near the plant. The 
payroll department refused to issue a 
replacement check to him and he 
thereafter sued the plant for the 
money. 

At suit the employer argued that if 
the employee, through his own acts, 
allowed and permitted the check to 
come into the possession of some third 
person who cashed it by endorsing the 
employee’s name thereon, as a result 
of which the check was paid out of the 
employer’s funds in the bank on which 
the check was drawn, then the verdict 
should be in favor of the employer. 





“In arguing this,” the Missouri 
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court pointed out, “‘the employer relies 
upon the rule that where a loss must 
fall upon one of two innocent parties, 
the one whose conduct made the loss 
possible should be made to bear it. 
It is urged that, since the employer 
did not contribute in any way to the 
theft of the check and the forging of 
the endorsement, the responsibility 
must fall entirely on the employee, 
either for having left the check in his 
clothes in the locker or for having 
allowed it to come into the possession 
of someone in the tavern who forged 
the endorsement and had the tavern 
keeper cash the check. 

“This contention presupposes that 
inasmuch as the bank undertook to 
charge the check against the em- 
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ployer’s funds on deposit in the bank, 
the employer would be required to 
bear the loss if held liable in this action 
for the amount of the wages for which 
the check was given. 

“The fact is, however, that so far 
as the record in this case discloses, the 
bank, while assuming to charge the 
check against the employer’s account, 
has actually not reduced the account, 
but in law is to be regarded as having 
paid the check out of its own private 
funds. This upon the theory that 
since the check, according to this 
record, was paid upon the payee’s 
forged endorsement, the bank ac- 
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quired no rights against the employer, 
its depositor, and the loss, as between 
the two, would fall upon the bank and 
not upon the depositor. 

‘What has been said regarding the 
bank’s liability has of course been 
said in strict relation to the issues of 
the case at bar, and is not to be taken 
as an adjudication of what its liability 
would be in the event of an action 
between the bank and the employer, 
its depositor. It might or might not 
have a defense to such an action, 
depending upon the facts it might be 
able to establish.” 

Judgment against the employer was 
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affirmed, with this rather broad hint 
that the employer might expect to 
recover the money from the bank. 
(Rettinghouse vs. Krey, 200 South- 
western Reporter, Second Series, 584.) 
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Cashing Raised Check 


A Montana bank cashed a check for 
the payee for $5,000 drawn on a bank 
in another Montana town. Before 
doing so, the cashing bank telephoned 
the drawee bank and ascertained that 
the drawer had sufficient funds on 
deposit to meet the check. The payee 
was not a customer of the cashing bank 
and the teller who paid him the money 
had no knowledge of his background, 
business reputation or standing. How- 
ever, the bank had previously cashed 
checks of the same drawer for this 
payee and they had all been honored. 

The $5,000 check was returned un- 
paid by the drawee bank because the 
drawer of the check had stopped pay- 
ment on it. Thereafter the cashing 
bank sued the drawer on the check. 
At the trial it developed that the 
drawer had drawn and delivered to 
the same payee on the same day two 
checks for $150 each and one check 
for $1,000 in payment of gambling 
losses. The $1,000 check and one of 
the $150 checks had been presented 
and paid, but the other $150 check 
had not been presented. The drawer 
admitted that his signature on the 
$5,000 check was genuine and con- 
tended that the amount had been 
raised from $150. He asserted he had 
never given the payee either a blank 
check or a check for $5,000. 

At trial the court gave judgment 
for the cashing bank, but on appeal 
the Supreme Court of Montana took 
a different view of the case. 

**A casual examination of the check,” 
said that court, “discloses that it had 
apparently been changed after being 
written. The written words ‘Five 
thousand’ and the figures ‘5,000’ are 
obviously written with a different 
pencil than the balance of the writing, 
being distinctly blacker, heavier and 
more distinct than the other writing. 
The whole check is written in pencil. 
That portion of the face of the check 
underlying the words ‘Five thousand’ 
and the figures ‘5,000’ bears obvious 
signs of erasure. 

“In view of the suspicious circum- 
stances surrounding the presentment 
of the check, a serious question is 
presented as to whether the cashing 
bank is a holder in due course. 

*‘Among such circumstances are the 
facts that the payee was not a depositor 
in the bank and had no account there; 
that the check for this large amount 
was written in pencil; that the teller 
who cashed the check was not ac- 
quainted with the payee or his signa- 
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ture; that he was only acquainted with 
the payee by sight and was ignorant 
of the nature of the payee’s business, 
associations, background or financial 
responsibility; the insistence of the 
payee in obtaining cash immediately; 
and, of course, the apparent altera- 
tions of the check. 

“In spite of such circumstances, the 
teller cashed the check without making 
inquiries which naturally suggest them- 
selves, instead of following the logical, 
prudent and sensible procedure of for- 
warding the check to the drawee bank 
for collection or certification.” 

After enumerating the requirements 
of a holder in due course as set forth 
in the Uniform Negotiable Instru- 
ments Law, the court continued: 

“Can it be said that this check is 
‘regular upon its face’ and that the 
bank had no notice of any infirmity 
in the instrument and took it in good 
faith? Unless the answers be in the 
affirmative, the cashing bank cannot 
be considered a holder in due course. 
It is not to be presumed that any 
alteration was made prior to delivery 
and with the consent of the maker. 

“The ultimate question of whether 
or not the bank is a holder in due 
course must be determined by a jury, 
such determination to be based on its 
findings as to whether, (1) the check 
was, in fact, materially altered subse- 
quent to its execution and delivery, 
and, (2) if so, was such alteration so 
manifest and visible as to reasonably 
impart notice to the bank of an 
irregularity of and infirmity in the 
check. Should the jury find that the 
check had been materially altered after 
its execution and delivery, but never- 
theless that the bank was a holder in 
due course, not a party to the altera- 
tion, then the bank should be allowed 
recovery according to its original tenor, 
to be established by available evidence. 

“Should the jury find that the 
alteration was so obvious as to impart 
notice thereof to the cashing bank, it 
might well conclude that the bank’s 
action amounted to bad faith toward 
the drawer of the check; certainly, in 
such event, it must conclude that the 
cashing of the check amounted, at the 
least, to gross negligence.” 

The court reversed the original 
judgment in favor of the bank and 
sent the case back for a new trial by 
a jury. (179 Pacific Reporter, Second 
Series, 750.) 


4 ° * 


Defective Sale of Pledged Goods 


A borrower from a California bank 
pledged certain warehoused merchan- 
dise to secure his loan. When the loan 
remained unpaid and efforts to liqui- 
date the pledged goods without fore- 
closure proved unsuccessful the bank 
proceeded to sell the goods at public 


auction as provided by law. 

The sale was advertised for 9 A.M. 
but did not start until after 11 A.M., 
and for this delay the borrower him- 
self was responsible. The debtor then 
refused to permit the sale to be held 
in the presence of the merchandise, 
as required by law, because of a clause 
in his lease. The auction sale was 
accordingly held by the bank’s attor- 
ney on the pavement in front of the 
premises where the goods were ware- 
housed. Two bidders made offers. 
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The debtor was offered the opportunity 
to bid, but declined, and when it 
appeared that the pledged goods might 
be sold for substantially less than his 
indebtedness, his attorney suggested 
that the bank bid. The bank’s presi- 
dent bid the property in. 

After the sale the bank’s attorney 
offered to let the debtor redeem the 
merchandise by payment in full with 


-all expenses incurred. The debtor did 


not accept this offer and did not 
tender to the bank any part of the 
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debt which he owed. Later he filed a 
suit against the bank for conversion, 
alleging, in substance, that the sale 
was illegal since it did not comply in 
all respects with the controlling statute. 
“While the sale of the property in 
question was not accomplished in 
strict compliance with the code provi- 
sions relating to auction sales of 
pledged property,” said the Federal 
Circuit Court, “the failure to so 
strictly comply was due chiefly to the 
obstacles presented by the debtor. 
“Under all the circumstances it 
must be concluded that the irregulari- 
ties on the part of the pledgee bank 
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at the time of the sale were waived or 
consented to by the pledgor and that 
the sale was fair and with due regard 
to the rights of the pledgor, and that 
as far as the bank was able to do so, 
without hindrance by the debtor, it 
exercised its power of sale with suffi- 
cient care and diligence so as to pro- 
tect the rights of the pledgor. The 
pledgor’s actions preclude his objecting 
to the form or irregularities of the 
sale.” 

Judgment was affirmed in favor of 
the bank. (Faivret vs. First National 
Bank in Richmond, 160 Federal Re- 
porter, Second Series, 827.) 
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Statement of Condition, June 30, 1947 


ASSETS 


Cash on hand and due from local 
and foreign Banks............ 


Bonds issued by the Government 
of the Republic of Cuba........ 


Bonds issued by the United States 
a 6 cian wpe h 3 owe os 


Other securities................ 
Loans, Discounts and Pledge Loans 


Bank Building and Real Estate Owned 


$40,252,601.20 
$ 5,520,612.88 


1,711,058.38 
2,604,882.90 9,836,554.16 
11,630,491.50 


358,093.58 





Customers’ Liabilities under Letters of Credit and 
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2,191,902.82 
961,472.90 
$65,231,116.16 











LIABILITIES 


Current Account Deposits....... 
Savings Account Deposits....... 
Foreign Bank Deposits........... 
I nc an. + in vine 6 be 


Commercial Letters of Credit and 
Acceptances................. 


Other Liabilities 


SECURITIES IN SAFEKEEPING 


Capital Stock. ................ 
ES oo a essa ede & we oa 


$36,942,709.61 
16,083,009.82 
1,148,146.39 


4,315,333.16 %$58,489,198.98 





2,191,902.82 
1,669,188.36 
1,500,000.00 
1,380,826.00 
$65,231,116.16 











$51,053,768.00 
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Stolen Collateral 


A New York bank sued to foreclose 
its lien on certain negotiable bonds 
which it had received as collateral on 
a borrower’s note. The debt had not 
been paid, the maker had died, and it 
had been discovered that the bonds 
had been stolen from two business 
firms. The bank’s action was opposed 
by a surety company, and the com- 
pany had previously insured the two 
business firms against the loss of the 
bonds. 

“The only claim against the bank,”’ 
said the New York Court of Appeals, 
“is that the bank did not take the 
bonds in good faith and had notice of 
the defect in the borrower’s title to 
them. There is no suggestion that the 
bank had knowledge that the bonds 
were stolen, and the controlling ques- 
tion is whether facts of such a charac- 
ter were known to its officers that a 
jury might find that they accepted the 
bonds in bad faith, although without 
actual knowledge that they had been 
stolen from the rightful owners. 

“The requirement of the Negotiable 
Instruments Act is good faith, and 
bad faith is not mere carelessness. It 
is nothing less than guilty knowledge 
or willful ignorance. 

“One who purchases commercial 
paper for full value before maturity, 
without notice of any equities between 
the original parties, or of any defect of 
title, is to be deemed a bona fide 
holder. He is not bound at his peril 
to be upon the alert for circumstances 
which might possibly excite the suspi- 
cions of wary vigilance. He does not 
owe to the party who puts negotiable 
paper afloat the duty of active inquiry, 
to avert the imputation of bad faith. 
The rights of the holder are to be 
determined by the simple test of 
honesty and good faith, and not by 
speculations in regard to the pur- 
chaser’s diligence or negligence. Nor 
are the rights of a purchaser to be 
affected by constructive notice, unless 
it clearly appears that the inquiry 
suggested by the facts disclosed at the 
time of the purchase would if fairly 
pursued result in the discovery of the 
defect existing but hidden at the 
time. 

“Thus in the case before us the 
knowledge that the maker of the note 
had ten years before been engaged in 
operating a gambling establishment at 
the most would suggest inquiry as to 
whether he had received the bonds in 
payment of a gambling debt. That 
was not the fact; all parties agree that 
the bonds were stolen. The essential 
connection between the prompting 
facts and the defect of title (the theft) 
was absent in this case. 

“In other states the prevailing rule 
appears to be that the mere fact that 
the borrower is a gambler is not, 
standing alone, sufficient to impugn 
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the good faith of a bank which accepts 
from him a negotiable instrument pay- 
ing fair value. 

‘‘We find in the record of this case 
no evidence of the bank’s bad faith 
in accepting the stolen bonds from the 
borrower as collateral security for 
loans at the usual rate of interest and 
without discount.” 

The court reversed a former lower 
court judgment against the bank and 
made a ruling removing all contro- 
versy as to the bank’s right to enforce 
its lien on the pledged bonds, al- 
though they had admittedly been 
stolen. (72 Northeastern Reporter, 
Second Series, 166.) 


Sd ¢ ¢ 


LOAN 
MINDED 


(CONTINUED FROM PAGE 21) 


quate attention is paid to collections. 
Delinquencies are watched personally 
by one of the senior officers. In our 
notes we have a 15-day clause acceler- 
ating payment in the event of default. 
To borrowers who are habitually de- 
linquent, we forward a form letter 
which is signed by the president or 
some other senior officer, notifying the 
recipient that we are calling for pay- 
ment the entire unpaid balance due to 
default on an installment. The letter 
then explains that if the installment is 
paid prior to the call date, the loan 
will be fully reinstated. This com- 
munication has proved quite effective. 
It has always appeared to us that the 
collection end of the business is a 
highly important one, and it receives 
our constant attention. 

Of course, operating a “lending” 
bank requires a larger personnel to 
handle the greater detail. We proba- 
bly have more employees per $1,000,000 
of resources than any of the other 
banks we know of. Our staff totals 
56 including officers and employees. 
Other bankers are surprised to. learn 
that we have no less than eight stenog- 
raphers who devote nearly all of their 
time to stenographic work and five 
others who devote part of their time 
to this type of work, but one answer 
here is that as part of their duties 
they have been trained to take per- 
sonal loan applications and close loans 
of this type. 

Yes, it costs more to operate a bank 
of this type. But it also “pays off” 
better. The greater income from a 
well-filled loan portfolio enables us to 
hire and retain the more competent 
help needed, to pay them a 10 per 
cent bonus at the end of the year, to 


foot the entire cost of a pension plan, 
to extend liberal sick leave privileges, 
etc. 

It also throughout the years has 
created plenty of good news for the 
approximately 500 shareholders who 
own the 22,000 shares of stock. 
Founded in 1881 with a starting capital 
of $50,000, the bank has paid a divi- 
dend ever since and has never reduced 
a dividend. With a book value of 
roughly $80 a share, the stock sells 
currently for $172, and a stock divi- 
dend of 1,000 shares was recently 
declared. The cash dividend amounts 


—— 
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to $88,000 annually. 

To my way of thinking, banks really 
have no competition for they can 
always “sell” money more cheaply 
than other financing agencies. The 
reason why other lenders are taking 
away business is that banks do not 
grant the loans. 

My personal belief is that many 
opportunities for bank loans have 
hardly been explored. This is found 
to be true in our own institution, and 
we hope to expand still further our 
program of making loans for every 
legitimate purpose. 











a it 


4 


Excellent TRANSPO 
what chance would this old auto 


have on the roads today? 
And... 


RTATION once... 


. what chance do the slow, 
bulky, hard-to-operate perforators 
have competing with the streamlined 
Cummins 300? In this new portable 
electric perforator, you get the speed 





Model 300 has the GREATEST PERFORATING 
POWER available in a portable perforator. 


... the power... the capacity of a heavy machine. You can move it to 
the work, because it is no bigger than a desk adding machine. You get 
all of these advantages at a very low price because the Cummins 300 is 
mass produced ... the only mass produced electric perforator. 

LOWER COST—Savings in labor alone pay for the installation. 


SATISFIES EMPLOYEES—Cummins 300 is so easy to operate it prac- 


tically eliminates physical effort. . 


. can be placed at the work instead 


of against the wall... operated from a sitting position. 


SPEEDS HANDLING—Jobs are done on time because of greater capacity 
and twice-as-fast operating cycle ... 20,000 checks per hour... 5,000 in 
15 minutes ... 1,000 in three minutes . . . easily. 


OFFERS GREATER VALUE—Mass production brings previously costly 


features at a low price. 


. . more power, greater capacity, heavier con- 


struction thah any other portable perforator in the same price class. 


For Safety Sake... PERFORATE 





S 


| 
| 
SINCE | 
1887 | 











Originators of Perfora- | 


ooGeGCGr rere 


MAIL THIS COUPON TODAY 


CUMMINS BUSINESS MACHINES CORPORATION 
Formerly Cummins Perforator 

4750 Ravenswood Avenue 

| Chicago 40, Illinois 


Please send me complete information on Cummins 300 


Title 











tors. Manufacturers of Name 

Business Machines for Company 

Efficiency and Protection | Address 
| City. 


Zone. 


. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


State. 








In writing to advertisers please mention The Burroughs Clearing House 




















(CONTINUED FROM PAGE 25) 


upon with much favor by the manu- 
facturers since they feel that the credit 
burden belongs to the bank, which 
has the facilities and credit knowledge 
to back its judgment. Our agreement 
is flexible, allowing for variables in 
general credit areas. 

Promotion was started by obtain- 
ing a complete dealer list from all 
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farm machinery manufacturers. These 
dealers were then sent a complete set 
of sample forms with a brief descrip- 
tion of their uses. This has been fol- 
lowed up through personal calls. 
Already more than $300,000 is cur- 
rently employed in wholesale financ- 
ing, of which $110,000 has reverted 
to our retail purchasers. Later on, 
dealer meetings will be held to im- 
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BIRTH OF A GREAT ORGANIZATION 


While New York was still New Netherland, its first fire company 
was organized. It was composed of a night patrol of 8 men, its 
apparatus consisting of 250 leather fire buckets, 12 ladders, and 
a few hooks and poles brought from Holland. In 1731 a room was 
fitted up in City Hall, and in it were kept two hand fire-engines, 
imported from England. Five years later the first engine-house was 
built on Broad Street, and 10 Ibs. a year was paid to Jacobus Tink 
to keep the apparatus in order. In 1737 a regular Fire Department 
of 25 men was organized. From this simple beginning sprang 
New York’s present great fire department which for so long has 
exchanged mutual benefits with the city’s fire insurance industry. 


The National Union and Birmingham Fire Insurance Companies 
have been constantly aware of the value of careful attention to 
small matters — so many of them grow into big affairs later on. 


NATIONAL UNION 
and BIRMINGHAM 


FIRE INSURANCE COMPANIES 


PITTSBURGH PENNSYLVANIA 
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FINANCING FARM MACHINERY 


prove and stimulate this program 
throughout South Carolina and Georgia 
in which states we operate 22 offices 
in 13 cities. 

In line with our general policy of 
sharing business with our correspond- 
ent banks, and because of our real 
interest in their development along 
with the development of the South- 
east, we will, as we have done before, 
pass on to them any and all informa- 
tion and “know-how” we are able to 
develop. We thoroughly agree on the 
theory of doing business at home and 
in this particular program, it is pos- 
sible for practically all country banks 
to participate with the farmer and farm 
equipment dealers in similar activities 
in their various communities. 

To this end we have held group 
meetings with the country banks, 
explaining in detail the operation of 
this plan. Complete discussions have 
been held on the uses and advantages 
of the forms. Particular stress has 
been laid on the Purchaser’s State- 
ment form, for matching payments 
with income. ‘The proper spread of 
the repayment of the loan in relation 
to the farmer’s income will make for 
much better collection experience. We 
will be asking the farmer for payments 
on his note when he has the income 
with which to pay. 

In circularizing the farm equipment 
dealers, we follow personally only those 
who come within our service areas. 
In order that the manufacturer may be 
served properly through the entire 
area, we have suggested to all of our 
correspondents that, should they not 
be interested in handling this type of 
paper, they direct these dealers to our 
nearest office for handling. In this 
way we can assure a manufacturer that 
all of his dealer accounts will be 
properly serviced. 

With the stress now being put on 
farming with power machinery, we feel 
that by setting up such financing plans 
we will help make it possible for the 
farmers in our states to take full ad- 
vantage of the tools which have been 
developed for their use. They will be 
doing business, as it should be, with 
home folks, which always holds popu- 
lar appeal. 

Beyond this individual situation of 
farm equipment financing, the whole 
philosophy of our bank, with respect 
to agriculture, is summed up in this 
message, one in our present advertising 
program, “Banking That is Building 
Georgia:” 

‘“*THE GREAT ASSET OF 
GEORGIA—AND THE NATION. 
In three generations from now, 80 per 
cent of the people in America will be 
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descendants of people now living on 
the farms of the nation. 

“One-half of all boys born on farms 
move into cities. One hundred people 
in cities will have 76 children. . One 
hundred people in the country will 
have 136 children. 

“Such are facts developed by a 
national survey of our rural areas. 

‘**Farmers —country folks —call them 
what you will, are important. Not 
only do they provide our food —they 
are the backbone of America. 

“The facts indicated above show 
the tremendous contribution which 
our farm population makes and will 
continue to make to social and 
economic progress in Georgia. 

‘“‘Even without such figures before 
us, our bank has long since accepted 
the responsibility of working closely 
with agriculture in Georgia. Our 
great point of contact is the country 
bank. We never encroach on its 
territory, but we work co-operatively 
with it in hundreds of communities. 
Likewise do we join with the boys and 
girls of the 4-H Clubs and the F. F. A., 
the schools and agricultural agencies, 
the industrial producers of agricultural 
supplies and equipment, through our 
own Farm Development Department. 

**All this, to us, is part of our obliga- 
tion in providing ‘BANKING THAT 
IS BUILDING GEORGIA.’ ” 


¢ ° o 


AUTO 
BANKING 


(CONTINUED FROM PAGE 28) 


There may also be added expense in 
constructing an opening in a wall, pre- 
paring the driveway, etc. 

A balance between the added new 
business potential and publicity and 
service value as opposed to the possible 
loss of revenue from other sources 
must be considered. By that we mean: 
How valuable is the space required 
for the drive-in were it to be used for 
other purposes? Would it net the 
bank more money in the long run were 
it used otherwise? 

If the window or windows can be 
located conveniently in an alleyway, 
for example, there is relatively little 
investment involved. There is no loss 
of other parking space or building 
space, a driveway is provided. More- 
over, depending on the volume of busi- 
ness at the window, it frequently is 
possible to assign a window to an 
employee in addition to his other 
duties. This is particularly true in a 
suburban or moderate-sized city bank. 

Not infrequently, a drive-in window 
may permit an actual saving. This 


might exist in the case of the bank that 
finds its lobby space at an absolute 
premium. To provide a larger bank- 
ing room would involve substantial 
costs —costs greater than the drive-in. 
Installation of a drive-in in the rear 
of that bank, for example, that will 
accommodate between 50 and 100 cus- 
tomers daily might be sufficient to 
remove lobby congestion and eliminate 
the necessity for more extensive mod- 
ernization. 

For another type of bank it might 
mean a personnel economy. Some- 
times a bank will have its bookkeeping 
department, or at least one operator, 
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so located that she can service a win- 
dow during busy periods. The balance 
of the time she operates a machine. 


Your Bank Application 


All situations can be made to sound 
highly desirable in theory. Practi- 
cally speaking, just how well suited is 
a drive-in to your bank? 

Before planning any sizable invest- 
ment in this type of customer accom- 
modation, it is good business to con- 
duct some sort of rough survey of 
your customers. 

For example, if your bank is located 








Mopern Metuops WILL Produce Wore 


of 


























MINNEAPOLIS 1 











The diversification of farming is a safeguard to the farmer. He is 
assured of a more uniform income over a period of years, and by 
careful planning is able not only to maintain but to increase the 
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Like the friendly smile, 
the firm handshake, the tipped 
hat . . . fine business stationery 
greets your correspondent the 
right way —immeasurably en- 
hancing what you say. Make 
certain with your printer that 
the finest paper represents you. 
Fox RIvER PAPER CORPORA- 
TION, Appleton, Wisconsin. 

Cotton Fibre Bond, Ledger, Onion Skin 
“The more Cotton Fibre the finer the Paper” 
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in a district where the large majority 
of your customers normally take a bus 
or street car to work and walk to the 
bank fromi their office, a drive-in would 
have little appeal. The installation of 
a “‘pedestrian” window such as that 
in operation at the First National 
Bank and Trust Company in Tulsa, 
Oklahoma, might be more desirable. 
Facing directly on the street, this 
window accepts deposits only. It was 
installed in 1941 for the purpose of 
selling defense stamps, and after the 
close of the war the bank hit upon the 
idea of using the window for an addi- 
tional receiving teller, being hard 
pressed for sufficient room in the lobby 
receiving line. The pedestrian window 
serves an average of about 100 cus- 
tomers daily, and Cashier Roscoe 
Adams says it definitely serves a pur- 
pose although he considers it a rather 
poor substitute for a drive-in, insofar 
as his bank isconcerned. Average time 
required for each depositor at the 
window is less than a minute. 

If there are ample free parking 
facilities in the immediate vicinity any 
sizable investment in a drive-in proba- 
bly would be of dubious value. 

However, if the survey reveals a 
goodly percentage of present and future 
customers do normally drive to and 
from the bank, the drive-in’s merit is 
well established. Neighborhood shop- 
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ping districts, for example, where 
stores may be scattered over a fairly 
considerable area offer a ripe field. 
Wholesale districts where a bank may 
have customers over a relatively wide 
radius are logical locations. Some 
smaller communities where parking is a 
nuisance present good opportunities. 
And for the bank that may have a 
normally less desirable location than 
a competitor, it may be a _ highly 
effective means of overcoming this dis- 
advantage by providing drive-in and 
parking facilities for customers. 


Parking and Drive-In 


The decision as to how much space 
should be devoted to a drive-in and 
how much to parking area is an indi- 
vidual one. If the bank, for example, 
wishes to relieve congestion in the 
lobby, a parking lot has little value, 
but the drive-in is of real merit. If 
the lobby is ample and if there are no 
long waits at the windows, a parking 
lot might be more practical. 

Another factor is the convenience of 
the lot to a bank entrance. If ready 
access to the main lobby is possible 
from the lot, the customer will not be 
discommoded too much by the tradi- 
tional foes of the postman, “rain, hail 
and sleet.” 

Assuming an elapsed time of 3 
minutes per customer at a drive-in 
deposit window, this means providing 
the equivalent of lobby space for a 
minimum of 20 customers per hour. 
Generally it is well in excess of that 
because the children and other passen- 
gers in the automobile who are doing 
no banking, but nevertheless occupy- 
ing lobby space, will remain in the 
auto. 

Again assuming the customer has 
relatively little difficulty finding park- 
ing space, doesn’t have to walk far to 
the bank and isn’t stuck behind some 
customer with a lengthy time-consum- 
ing deal these 20 customers: might 
transact their banking in an elapsed 
time of perhaps 180 minutes. At 
present wage ‘scales this might be a 
time-saving highly valued by your 
customers. 

The increasing use by banks of 
parking lots has created a number of 
problems with a variety of solutions. 

The following are typical ways in 
which lots have been operated: 

Solution No. 1: Provide unlimited 
free parking to customers. Abuse of 
the privilege can be controlled by giv- 
ing the customer a ticket which must 
be signed by an officer or designated 
employee of the bank. Some banks 
require no tickets and depend mainly 
on the essential fairness of the cus- 
tomers not to abuse the privilege. As 
a rule this means that occasionally 
some officer in the bank has to remind 
the customer that the lot is for his 
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use only while transacting business at 
the bank. 

Solution No. 2: Provide limited free 
parking. The customer is given time- 
stamped ticket authorizing half-hour 
parking without charge. The ticket 
is countersigned at the bank. If the 
customer leaves his vehicle in the lot 
beyond the prescribed period he is 
charged at the governing rate. 

Several banks have this policy in 
operation where they either have 
leased space in a commercial lot or 
have leased their lot to a commercial 
operator. One Southwest bank re- 
ports an income of nearly $500 
monthly from its lot, after charging 
off 10¢ per half-hour for each cus- 
tomer using the lot. 

Solution No. 3: Provide restricted 
parking. In such a case the customer’s 
vehicle is handled by lot attendants 
entirely, and is returned to the cus- 
tomer only upon a call to the lot from 
the authorized bank personnel —pri- 
marily officers. 

In nearly all cases the lots are 
restricted to use by customers. Em- 
ployees are not permitted access to the 
lot except after hours. 

After hours use of the lot is some- 
thing of a consideration also. Near-by 
merchants often object to closing of 
the lot at bank closing time. They 
feel this valuable space should con- 
tinue available. 


NE Midwest bank first closed its 

lot at the same time the bank closed. 
When the merchants objected, it 
placed no restrictions on the lot after 
hours. Then neighboring garages and 
parking lots objected. 

As a result the bank now closes off 
the main entrance to the lot but keeps 
the alley entrances open. Employees 
and other customers who know about 
these entrances have ready access to 
the lot but not the general public. 

Although this solution appears to 
be working out satisfactorily, the bank 
officials are now considering the pos- 
sibility of obtaining some revenue from 
this space. That would mean devising 
some sort of sign for use during bank- 
ing hours and the substitution of a 
different sign after hours. The latter, 
of course, would post a parking charge. 

One unique solution to a difficult 
parking problem has been made by 
the Merchandise National Bank, Chi- 
cago. It is located in the center of the 
first floor of one of America’s largest 
buildings, The Merchandise Mart, and 
parking space in front of the main 
entrance is exceedingly limited. How- 
ever, the side street skirting the west 
end of the Mart is a comparatively 
quiet thoroughfare, and here the bank 
has been able to arrange temporary 
curb parking at a marked spot, while 
the customer steps across the walk and 
transacts his business at a_ special 


“quick-service” window. Not only 
are deposits accepted but checks not 
exceeding $100 are cashed. While this 
window averages fewer customers than 
the inside cages, the volume of busi- 
ness transacted has shown a constant 
increase, and the teller has other 
duties to occupy his time when window 
traffic is slack. The management is 
well pleased with the results of this 
installation and now regards it as a 
permanent feature of the bank’s serv- 
ice. 


Summary 
In determining what you should do 
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about your bank, it undoubtedly is 
advisable to follow these rules: 

1. Know yourcustomers. Will they 
use it? 

2. Know your building. Is it 
adapted to a drive-in or will a drive-in 
permit space economy elsewhere in the 
structure? 

3. Know your plans. Consult a 
reliable architect or bank engineering 
firm, that can give you the benefit of 
its experience with similar installa- 
tions and show you whether or not it 
considers a drive-in practical and 
desirable for your particular banking 
situation. 
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To ship equipment and 
films the fastest way, the 
motion picture industry 
relies on Air Express. In 
this business, speed pays. 





























With demand for all kinds of food 
products high, producers get equip- 
ment items and supplies the fastest 
way—use Air Express to keep pro- 
duction rolling. Speed pays. 


Dies, machine tools and indus- 
trial equipment are vitally 
needed abroad. Exporters ship 
by International Air Express 
regularly—actually save weeks 


< .. in delivery. Speed pays. 
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‘Opeed pays in your business, too! 


Count on Air Express for the speed of delivery that’s so essential to 

your business. Air Express puts any U. S. point a few short hours away. 

And faster planes, on more frequent schedules, make Air Express a 

better value than ever. Shipments of most any size and weight are 

inexpensive. For example—17 lbs. goes 1300 miles for only $6.78! 

Use Air Express regularly. 

e Low rates—special pup and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 





GETS THERE FIRST 








Write today for Schedule of Domestic 
and International Rates. Address Air 
Express Division, Railway Express 
Agency, 230 Park Ave., New York 17, 
Or ask at any Airline or Railway Ex- 
press office. Air Express Division, 
Railway Express Agency, representing 
the Airlines of the United States. 


1927— 20TH YEAR OF GETTING THERE FIRSTI —~1947 


Printed in U. 8. America 8-47 
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A PARKING 
SOLUTION 


(CONTINUED FROM PAGE 28) 


The following are the “‘use’”’ statistics 
since the opening of Parking Plaza: 


Month Customer-use 
February 1947 3,546 
March 1947 4,470 
April 1947 4,882 


Does the investment in Parking 
Plaza pay dividends in good will? Ii 
we may judge by customer response in 
the use of these new facilities, the 
answer is a hearty “yes.” Here are 
but a few of the typical comments 
made by Parking Plaza enthusiasts: 

“Swell !!!! It saves me time.and 
money.” 

“Gosh, it’s a natural! I don’t know 
what I’d do without it.” 

A new enthusiastic customer re- 
marked: “I used to lose valuable time 
trying to find a parking space within 
easy walking distance of my bank. 
Now I can ‘breeze in’ to Parking Plaza, 
jump out of my car, let your courteous 
attendants park it while I dash in to 
do my banking next door, return to the 
lot to have my car brought to me and 
get back to my business in a minimum 
of time.” 

The following statement is typical 
of the popularity of Parking Plaza 
among business establishments en- 
trusting their banking contacts to 
valuable employees: “‘Mr. X used to 
be away from his desk forty-five 
minutes to one hour whenever required 
to transact the firm’s banking business. 
He constantly complained of the time, 
effort and added auto expense in 
searching for a parking space. Now 
he can do his business frequently in 
half the time, a distinct saving to the 
firm in minimizing the banking ab- 
sence and auto expense to say nothing 
of the aggravation of Mr. X.” 

The following comment character- 
izes the endorsement of merchants in 
the area: 

‘Retailing’ in traffic congested 
areas must meet and solve the parking 
problem if it expects to survive. In 
making available a substantial area for 
the parking of cars in downtown 
Denver, you have not only benefited 
your business, but every other busi- 
ness in the immediate vicinity.” 

Thus, The American National Bank 
of Denver is meeting today’s parking 
challenge. In so doing, it is not only 
improving its own service to its bank- 
ing customers and demonstrating the 
value of this facility in modern city 
banking, but is making a contribution 
to civic safety and improvement, in 
the alleviation of traffic congestion in 
downtown Denver. 
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DOUGLAS - GUARDIAN 


"The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. 


NEW YORK 4, N.Y., 50 Broad St. 


CHICAGO 2, Ill., 173 W. Madison St, 


ATLANTA 3, Ga., Hurt Bldg. 


CLEVELAND 14, Ohio,-Union Commerce Bldg, 
Bidg. SAN FRANCISCO 4, Calif., 300 Montgomery St. 


DALLAS |, Texas, Tower Petroleum 
EASTON, Md., 438 South Street 


You 
make 
the 
loans 


e make 
them safe 





WAREHOUSE CORPORATION 


MEMPHIS 3, Tenn., Porter Bldg. 


PORTLAND 5, Ore., 927 S.W. Alder St. 
ROCHESTER 4, N.Y., Commerce Bldg. 


SPRINGFIELD 3, Mass., 172 Chestnut St, 


LOS ANGELES 14, Calif., Garfield Bldg. 


PHILADELPHIA 2, Pa., Girard Trust Bldg. 





In these days of increasing 
credit risks, more and more 
banks are seeking collateral 

in the form of inventory. The 
ratio of risk is far below that of 
unsecured loan transactions. 
Let Douglas-Guardian—“the 
bankers’ field warehouse 
company’ —cooperate with you 
and your customers in safe- 
guarding the merchandise 
which is your collateral. We've 
issued warehouse receipts 
covering more than 400 
different products and served 
more than 2500 banks 
throughout the country. May 
we be of service to you? 





SPRINGFIELD, Mo., Holland Bldg. 

TAMPA 2, Fla., 416 Tampa St. 

EL PASO, Tex., First Nat’l Bank Bidg. 

HARTFORD 5, Conn., 945 Asylum Ave. 

KANSAS CITY, Mo., 1207 Grand Ave. 
JACKSONVILLE |, Fla., 60! Florida Theater Bldg. 




















CHECK ON YOUR CHECKS 


Do they have a smooth, easy- 
writing surface? 


Are they protected against 
alteration by eraser, chemical 
and knife? 


Do they create an impression of 
quality and stability ? 


In a word —are they on La Monte 
Safety Paper? 


For Samples of LaMonte Safety Paper see your 


Lithographer or Printer —or write us direct. 








